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How is it that more than 1 out of 3 New England Mutual full-time agents* qualified for our 


Leaders’ Association in 1953? (It takes $500,000 or more new business production, or at least 


$5000 in first-year commissions, on 20 lives.) 


It’s the result of a good many factors—careful selection of men of recognized calibre and sales 


ability, an outstanding and continuous training program, a broad range of liberal and flexible 
contracts, deep home office understanding of field problems, consistent national advertising and 
plenty of effective sales promotion material. 


*Excluding those in their first contract year 
or those aged 65 or over. 
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Advisory Committee. 


Sitting Left to Right: Vernon R. Zimmerman, 
Manager, Northern Virginia; President William President, William Montgomery Quality Club, 
Montgomery; LaNoue Matta, 
Angeles and Chairman of the 








Standing Left to Right: Walter F. Szwed, 


Manager, Los Detroit Branch; George Johnson, Manager, 

1954 Field Portland, Oregon; Joseph Barbeau, Manager, 
District of Columbia; Clarence Fritz, Manager, 
Newark. 


Field Advisory Committee 


Celebrates a Silver Anniversary 


Nineteen hundred and fifty-four marks the 
Silver Anniversary year of Acacia’s Field Ad- 
visory Committee and this important occasion 
was celebrated recently when the 1953 and 
1954 Committees held a joint meeting in Palm 
Beach, Florida. A place on the Committee has 
always been one of the most coveted positions 
to which an Acacia manager can aspire and 
those who qualified for the Silver Anniversary 
Committee feel especially honored. Acacia’s 
Field Advisory Committee is made up of top- 
flight managers who, in order to qualify for 
a place on the Committee, must have a record 
of outstanding performance in all phases of 
agency management. The Company’s leading 
personal producer, who is President of Aca- 
cia’s honor organization, the William Mont- 
gomery Quality Club, also serves as a member 
of the Field Advisory Committee. 

It is significant that the 25th Anniversary 
of our Field Advisory Committee should 
occur as President William Montgomery be- 
gins his 6lst year as Directing Head of 
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Acacia. Often referred to as “The Dean of 
Life Insurance Presidents”, Mr. Montgomery 
has a long and enviable record of pioneering 
accomplishments to his credit. When he ad- 
vanced the idea of a Field Advisory Commit- 
tee a quarter century ago, he embarked on an 
entirely new course for attaining a closer 
working relationship between the Field and 
Home Office. Through this unique plan the 
interests of Acacia policyholders have been 
better served. Management and Acacia rep- 
resentatives in the Field have had the oppor- 
tunity to meet regularly around the confer- 
ence table in open and frank discussions of 
matters of vital concern to both. 

The Field Advisory Committee has played 
an important part in Acacia’s growth and 
development and we pay tribute to all who 
have served on the Committee during its first 
quarter century of existence. The many fine 
contributions of those who have served in the 
past will be a continuing source of inspiration 
for those who serve in the future. 
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New Solution 
Possible in N. Y. 
Assn. Problem 


Companies Could Pay Dues 
to Separate Unit, Functioning 
Jointly With State Group 


NEW YORK—The recent setback in 
getting NALU approval for the New 
York State Assn. of Life Underwriters 
plan of obtaining company financial 
help has revived discussion of a pro- 
posal earlier put forward but turned 
down as needlessly complex. 

This is the formation of a separate 
organization which would have as its 
sole function the promotion of matters 
of common interest to the state associa- 
tion and the New York domiciled com- 
panies. This plan would appear to 
avoid the objection of some of those in 
NALU who contend that even on an 
“industry associate” basis with no vot- 
ing power the companies should not 
be permitted to pay money into a state 
association’s treasury. 

An informal poll of trustees last fall 
indicated that the industry associate 
plan was an entirely acceptable sub- 
stitute for the earlier company-mem- 
ber plan, under which New York com- 
panies would be non-voting but dues- 
paying members of the state associa- 
tion. However, the Chicago association 
offered a by-law that would bar any 
kind of contribution, even on an in- 
dustry associate basis, and would out- 
law even some of the informal ar- 
rangements widely utilized. 

* e e 

At the recent midyear meeting of 
NALU at New Orleans, the national 
council tabled action on the by-law 
proposal and indicated that no action 
should be taken on the industry asso- 
ciate idea until the annual meeting at 
Boston in September. 

It is not clear how much strength 
the backers of a Chicago-type by-law 
could muster, but the plan of having 
a separate entity to handle joint asso- 
ciation-company matters in New York 
State looms up as an effective “out” if 
it should be needed. The simpler “in- 
dustry associate” plan would be pre- 
ferred by the New Yorkers. 

The original objection to the separ- 
ate unit plan came from the companies, 
largely because it meant the formation 
of a new organization at a time when 
study of how to cut down on meetings 
was gathering headway. However, the 
formation of a separate organization 
which would be largely a financial 
entity and not require attendance at 
any additional meetings might prove 
not too objectionable if it were the 
only way that the New York state 
association could accept company help 
and still comply with NALU by-laws. 

The New Yorkers are much encour- 
aged by indications that the New York 
companies are still as interested as 
ever in helping foot the bill for the 
many activities that the association 
undertakes in the interest of the entire 

(CONTINUED ON PAGE 22) 


Zone 5 Has Lively, 
Topical Meet; 300 
Turn Out at Omaha 


The zone 5 meeting of NAIC at 
Omaha last week was attended by 
nearly 300 insurance men from eight 
states. Thomas R. Pansing of Nebraska, 
the zone chairman, was host, and he 
had charge of one of the best attended 
and liveliest zone meetings on record. 
There were panel discussions on regu- 
lation of credit life and credit A&H in- 
surance, multiple line policies and reg- 
ulatory problems, and the new inland 
marine definition. 

The Zone 5 raters conference met the 
day before the commissioners got to- 
gether, and the evening before the first 
session there was a reception with the 
Nebraska department as host. 

Arrangements for the meeting were 
made by A. W. Cook of Mutual Ben- 
efit H&A, and he came in for some 
compliments on the manner in which 
the program was set up and conducted. 

The commissioners attending were 
Combs of Arkansas, Kavanaugh of Col- 
orado, Sullivan of Kansas, Pansing of 
Nebraska, Apodaca of New Mexico, 
Birdwell of Oklahoma, Smith and 
Saunders of Texas, Taft of Wyoming 
and Leggett of Missouri. 

Mr. Pansing was elected to fill the 
vacancy of Donald Dickey as zone 5 
representative to the NAIC executive 
committee. He resigned as zone chair- 
man and Ralph Apodaca of New Mexi- 
co was elected to replace him. 

Commissioner Sullivan of Kansas 
and Arthur J. Cade, executive vice- 
president of Old Republic Credit Life, 


took part in the discussion of regula-. 


tion of credit life and credit A&H, Mr. 
Sullivan expressing the hope that in- 
dustry and the commissioners will get 
together before the subcommittee 
meeting in Chicago April 26-28 with 
some good suggestions to deal with cre- 
dit coverages. Mr. Cade declared: “The 
only action the NAIC subcommittee 
should take is to set up a ‘code of eth- 
ics’ or basic principles which the in- 
dustry might use in cooperation with 
the state regulatory officials to police 
itself.” 

A highlight of the gathering was a 
four-man panel discussion of multiple 


line coverages, with emphasis on prob-: 


lems to be met in the dwelling field. 
The participants were Dr. Curtis El- 
liott, head of the insurance depart- 
ment of the University of Nebraska; 
Elmer Twaits, assistant secretary of 


SAY STATEMENT PREPARED 


Report NAIC Brass 
Takes Dim View of 
A&H Reinsurance Plan 


A statement dealing with the gov- 
ernment’s A&H reinsurance plan was 
drawn up at the executive committee 
meeting of National Assn. of Insur- 
ance Commissioners this week in Chi- 
cago. The meeting was one of the best 
attended special NAIC sessions in 
years, 21 states being represented. 

It is expected the statement will go 
to the Wolverton committee in a few 
days. Under NAIC rules, it cannot be 
made public until the executive com- 
mittee chairman has had a chance to 
examine it in final form. 

Speculation that the statement will 
take a dim view of the government’s 
plan is buttressed by a talk delivered 
at the NAIC Zone 5 meeting by Presi- 
dent D. D. Murphy of South Carolina. 
The talk, in which Commissioner Mur- 
phy said he feels the insurance busi- 
ness with the help of commissioners 
can do a better job for the people than 
the government, is reported elsewhere 
in this issue. 

The only two executive committee 
members not present were Burt of 
South Dakota and Bowles of Virginia. 
On hand were Chairman Leggett of 
Missouri, Vice-chairman Martin of 
Louisiana, Taylor of Oregon, Leslie of 
Pennsylvania, Davis of Mississippi, 
Bisson of Rhode Island, Jackson of 
Maryland, Pansing of Nebraska, Ham- 
mel of Nevada, President Murphy, 
Vice-president Knowlton of New 
Hampshire and Cravey of Georgia was 
represented by Deputy Commissioner 
Hubert McDonald. 

Other commissioners attending were 





Combs, Arkansas; Barrett, Illinois; 
Wells, Indiana; Goebel, Kentucky; 
Sheehan, Minnesota; Apodaca, New 


Mexico; Northington, Tennessee; Taft, 
Wyoming, and Larson of Florida was 
represented by Deputy E. A. Faircloth. 








National Bureau of Casualty Under- 
writers; Roy McCullough of Multiple 
Peril Insurance Rating Org., and Kent 
Parker, manager of Western Actuarial 
Bureau. 

Commissioner Murphy of South Car- 
olina, president of NAIC, gave an ad- 
dress in which he offered his opinion 
of the government-proposed A&H re- 
insurance plan. His talk is reported 
elsewhere in this issue. 








Late News Bulletins... 








Change Treatment of Realized Capital Gains 

NEW YORK—The National Assn. of Insurance Commissioners blanks com- 
mittee at its meeting here decided that realized capital gains and losses should 
be credited or charged to surplus rather than being reflected in the summary 
of insurance operations. This means giving the same treatment to realized capi- 
tal gains and losses that has previously been given to unrealized capital gains 


and losses. 


The committee also voted to have the blank specify that increases or de- 
(CONTINUED ON PAGE 24) 


NALU Location 
Preference Poll 
Ballots in Mail 


Returns Sought by July 1, 
Giving Chance for Voting 
at Local Unit Meetings 


President Robert C. Gilmore, Jr., of 
National Assn. of Life Underwriters 
wrote this week to the presidents of all 
local and state associations of NALU, 
with copies to national committeemen, 
secretaries, and all members of the 
national council, asking that their as- 
sociations vote their preference as to 
a headquarters city for NALU. 

It is undertood that the associations 
are being asked to send their ballots 
to headquarters by July 1, thereby al- 
lowing time for the matter to be dis- 
cussed and voted on at the annual 
meetings that most associations will 
be holding in the next couple of 
months. 

With the letter goes a copy of the re- 
port of the location committee, headed 
by Charles E. Cleeton, Occidental of 
California, Los Angeles. The commit- 
tee picked the Washington, D. C., New 
York City, and Chicago areas in that 
order of preference and its report 
lists the salient features in favor of 
each area. 

o e e 

At New Orleans on March 20 the 
NALU board of trustees voted for 
Chicago over New York by 11 votes to 
seven, with no votes for Washington. 
A motion to make it unanimous for 
Chicago failed. Those voting against 
that motion were Robert L. Walker, 
Peninsular Life, Orlando, NALU vice- 
president; Stanley Collins, Metropoli- 
tan Life, Buffalo, secretary; Osborne 
Bethea, Prudential, Newark, treasurer, 
and David B. Fluegelman, Connecticut 
Mutual, New York City, immediate 
past president. 

President Gilmore did not vote on 
the motion, since the breaking of a tie 
was not involved. 

It was not a record vote on the mo- 
tion to make the Chicago choice unan- 
imous and reports are in conflict as 
to whether there were 12 or 13 affirm- 
ative votes to make it unanimous, as 
against the four dissents. 

As reported in last week’s issue, the 
preference poll is being taken because 
the NALU national council at New 
Orleans asked the board to hold off 
further action until the local and state 
associations could study the question 
and make their views known at the 
annual meeting in Boston in Septem- 
ber. Since the council’s action, some 
readers have wondered what the ex- 
act language of the council’s motion 
was. 

The motion, made by president Da- 
vid Blumberg of the Knoxville asso- 
ciation, was, according to the official 
record, that the council request the 
board of trustees “to reconsider their 
action on the decision for location of 
NALU headquarters and recommend 

(CONTINUED ON PAGE 22) 
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STIMULUS TO SALES 





Key Corporations New Benefit Plans Seen 
Putting Heavy Pressure on All Employers 


NEW YORK—tThe better pensions, 
insurance plans, and other fringe bene- 
fits granted by key corporations last 
year will probably affect more busi- 
nesses in 1954 than any other recent 
development, according to the 1954 
Pay Almanac recently issued by Busi- 
ness Reports, Inc. Authors are William 
J. Casey, J. K. Lasser, and Walter 
Lord. 

Bigger and better pensions are the 
rule this year. Some firms are acting 
under heavy union pressure, according 
to the authors. Others want to give 
salaried personnel better protection 
against inflation and high taxes. Others 
are searching for an alternative to 
direct pay boosts—they don’t want to 
saddle management with higher pay- 
rolls in today’s climate of uncertain 
sales and profits. 

The Pay Almanac lists these trends 
to. watch: 

1. Pensions divorced from social se- 
curity. ‘“‘We see an end to plans setting 
an over-all pension figure with man- 
agement’s contribution cut whenever 
social security benefits rise. From now 
on, unions will insist that company 
contributions be fixed. Then when de- 
velopments occur like last year’s $5 
social security boost, the entire wind- 
fall will go to the worker.” 

2. Shift to non-contributory plans. 
Liggett & Myers is typical of the firms 
that have switched from plans requir- 
ing employe contributions to plans 
where the firm pays the whole bill. 

3. Easier eligibility. For instance, 
Phelps Dodge used to limit participa- 
tion to employes who had reached age 
30 and served the firm for two. years; 
now the employe is eligible who has 
reached age 25 and has stayed one 
year. 

4. Higher maximum limits. Curtiss- 
Wright has raised its limit from $15,- 
000 to $25,000 a year and Lone Star 
Cement from $1,000 a month to $2,084 
a month. American Cyanimid has 
scrapped its $12,000 ceiling and now 
has no limit. 

5. Benefits that come up to 50% of 
total compensation for employes, not 
of the average compensation during 
the entire period of employment but 
of ihe salary level at or near the re- 
tirement date. 

6. Lump sum retirement settlement 
which can result in capital gain to ex- 
ecutives. The approach is to make pay- 
ments discretionary and remove all 
control over the manner of distribu- 
tion by the pensioner. This might be 
done by forming a pension committee 
to select the mode of retirement bene- 
fit payments, either monthly annuities 
or lump sum payments. The result 
would then insure, under the present 
rules, long-term capital gain treat- 
ment of lump sum settlements. 

7. Revision of existing formulas for 
computing past service credits. Many 
present plans are unfair to long-term, 
high salaried employes, because pen- 
sions are partly keyed to past service 
at completely outmoded pay levels. 
The idea is to change the plan to a 
more equitable basis. 

8. Increasing future service benefits 
for salaries in excess of $3,600. Present 
benefits accrue at 2% of an amount 
more than $3,600. This ought to be 
raised to about 24%, thereby increas- 
ing the benefit for the highest paid 
employes. 





9. Employe contributions restated at 
approximately 224 times the accruing 
rate of future service benefits. This is 
the normal ratio used in most plans 
today. 

10. Restoring balance to executive 
pensions. Dow Chemical Co. is typical 
of the firms that have taken action 
to help salaried personnel catch up 
to production-line employes. This year 
the problem became acute because 
social security increases have altered 
the ratio of retirement benefits to 
income so that employes making less 
than $3,600 are doing better than ex- 
ecutives. 

Business is taking several different 
approaches to reflect these trends, ac- 
cording to the authors. Some com- 
panies are installing brand new pen- 
sion plans, Others are keeping their 
old programs, but making them more 
attractive with supplementary plans, 
or are revamping their present pen- 
sion plans by changing past service 
requirements. 

Chase National Bank exemplifies 
1953’s model pension plan. The bank 
pays for the entire plan, thus elimi- 
nating employe contributions. The 
salary base for computing benefits is 
the average salary for the last five 
years before retirement. Benefit pay- 
able is 14% of the salary base times 
the number of years of service minus 
any governmental benefits paid for 
by the bank, the latter deduction 
equaling one-half in the case of old 
age benefits under social security. 

Although the normal retirement is 
still 65, retirement is permitted as 
early as age 55 with reduced benefits. 
If an employe dies during the period 
in which he is eligible for retirement, 
but has not retired, his wife and minor 
dependent children will get the same 
type of survivorship benefit. An em- 
ploye may elect a survivorship type 
benefit whenever he retires. Naiurally, 
the amount will be reduced. 

Cornell-Dubilier’s new plan estab- 
lished this past year shows how to 
take care of the past service problem 
when gearing pensions to future prof- 
its, and how to draw a plan to qualify 
for tax exemptions and still give ex- 
ecutives a break. The plan sets up 
two funds, one for the past and one 
for the future. Employes who have 
been with this company for three years 
prior to Oct. 1, 1952, are eligible for 
past service benefits, with the com- 
pany paying the entire cost of this part 
of the plan. Benefits from this fund 
equal 1% of average annual salary 
between 1949 and 1952 multiplied by 
years of service minus three. This 
formula naturally favors the long-term 
high-salary executive. Annual con- 
tributions to the fund will be $83,400, 
of which $34,100 will be for benefit 
of officers and $49,300 for all other 
employes. 

All employes are eligible to partici- 
pate in the profit-sharing portion of 
Cornell-Dubilier’s plan, which will 
provide pensions for future service. 
Employes contribute 2% of their an- 
nual pay and the company contributes 
74%2% of net before taxes, with the 
company’s contribution allocated in 
proportion to the employes’ contribu- 
tion. This, of course, is equivalent to 
allocating profits according to salary, 
again favorable to the executives. In 

(CONTINUED ON PAGE 21) 





TAKEN ONLY 
A FEW DAYS be. 
fore the death of 
Dr. Marion Souch. 
on (left), vice. 
president and 
medical director, 
this picture shows 
three of Pan. 
American Life’s 
founders as _ they 
were honored on 
the company’s 
42nd anniversary 
with a “carnival 


float” of special applications written in honor of the anniversary. The others 
in the picture are Edward G. Simmons (center), executive vice-president, and 
Crawford H. Ellis, president. Theme selected for this year’s president’s month 
drive was “Krewe of PALIC,” which ties in with the Mardi Gras carniva] 
“krewes.” Miss B. B. MacFarlane, supervisor for Louisiana, and Fisher Sim- 
mons, Jr., assistant supervisor, presented the founders a bouquet of 42 roses and 
a larger bouquet of applications written in their honor by the Louisiana agents, 
An album was also given the founders listing the Louisiana general agencies 
and agents and the amount of insurance each wrote. 








HEAR JOHNSON 


Dangers Facing 
Business Cited at 
Texas Convention 


“We cannot assume that any phase 
of our business as conducted today will 
be either adequate for tomorrow or 
that it will fit into the pattern of to- 
morrow,” Holgar J. Johnson, president 
of the Institute of Life Insurance, said 
at the annual Texas Life Convention 
in Fort Worth. 

“One of the greatest assets of the 
business is its good name with the pub- 
lic,’ Mr. Johnon said. “Holding public 
favor is more easily accomplished than 
winning it back once it has been lost, 
and it could be lost. 

“There lies danger in a number of 
areas such as the current criticism of 
A&H. It is important the public under- 
stand the good aspects of this business. 
Another danger lies in the current ac- 
tivity in promoting the stock values of 
life companies, for it can carry with it 
implications, even though not true, of 
excessive profits and favored tax treat- 
ment which can create wrong impres- 
sions in the public mind. 

Citing a long list of positive activities 
which should be undertaken, to help 
maintain the high standing of life in- 
surance, Mr. Johnson especially em- 
phasized these: 

Continuous improvement in custom- 
er contacts, as it is here that the great- 
er part of public confidence or approv- 
al is built; continuing emphasis on pub- 
lic interest in company performance 
and service through the lifetime of the 
policy; a still wider recognition of the 
unusual trusteeship relationship of life 
insurance in social and economic areas, 
with attention given to how the busi- 
ness can help advance the social and 
economic well-being of the people. 








Ontario Sales Congress 
Draws 1,914 Attendance 


A record attendance of 1,914 was 
registered at the 1954 Ontario sales 
congress, held in Toronto and spon- 
sored by Toronto Life Underwriters 
Assn. 

M. P. Hughes, president of the Ca- 
nadian association, opened the meeting 
after which there were talks by Ken- 
neth Anderson, Insurance R.’& R., for- 
merly with LIAMA; D. A. Donaldson, 
London Life, Toronto; Walter N. Smith, 
Metropolitan Life, Rutherfordton, N. 

. C. Milton Sherman, Great-West 
Life, Cleveland, and Joseph L. LoBos- 
co, Manufacturers Life, Welland, Ont. 


Pru Ordinary Heads 
Stage Premier Meet 
On Silver Jubilee 


“We can have recessions as quick 
as a wink, if the salesman falls down,” 
said President Carrol M. Shanks at the 
national managers’ conference at 
Edgewater Park, Miss., which brought 
together for the first time 118 ordinary 
agencies managers, who are celebrat- 
ing the 25th year that their operation 
has been a separate department of the 
company. 

Mr. Shanks pointed out that “40 or 
50% of everything we consume in this 
country falls in the luxury class in the 
sense that it can be dispensed with for 
a considerable length of time if the 
buying public decides to tighten its 
belt. Only salesmen can prevent that.” 

Under the chairmanship of Frank L. 
Klingbeil, Detroit, the managers 
planned the conference program, which 
included panels on recruiting to reduce 
turnover, moderated by Jack White, 
Los Angeles, with Edgar M. Kelly, 
Oakland; Glen S. Baker, Kansas City; 
Richard I. Gross, Columbus, and Herb- 
ert L. Lee, Jamaica; bringing the new 
agent through his first year, with John 
J. Frey, Milwaukee, and H. Brooks 
Travis, El Paso; developing the older 
agent in career underwriting, moder- 
ated by Sidney L. Marks, New Orleans, 
with Osborne Bethea, Newark; John 
A. McCelvey, Fort Worth; Glen A. Mc- 
Taggart, Honolulu, and Arthur C. 
Crowder, Jr., Birmingham; and morale 
building and agency motivation, with 
Frank B. Falkstein, San Antonio, and 
Robert S. Gay, Detroit. 

Hiram G. Henderson, New York City, 
headed a panel on brokerage develop- 
ment, with Charles D. Stephens, Hous- 
ton; Frederick T. Cook, Syracuse; F. 
Donald Lewis, Albany, and Walter S. 
Payne, Los Angeles; integrating sick- 
ness and accident with life sales, with 
Laurence E. Olson, Boston; Louis N. 
Varnado, Jr., Peoria; and V. R. King, 
Miami; quality business, persistency 
and conservation, with Donald 0. 
Cramer, Denver; Robison Brown Jr., 
Baltimore, and Arthur P. Barringer, 
Cincinnati. A discussion on integrating 
group sales into agents’ activities was 
headed by Kenneth C. Foster, 2nd 
vice-president. 

“The salesman does the all-impor- 
tant job of making people want to 
consume what we can produce,” Mr. 
Shanks said at the silver jubilee din- 
ner. “The insurance salesman is of first 

- {CONTINUED ON PAGE 21) 
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Why most Americans stand straighter today 


Equitable’s President tells a story of self-reli- 
ance and how it grows as insurance grows 


Nearly 90,000,000 Americans are now protected 
by life insurance... | 

A tremendous figure? 

Yes. But looking at it another way it is pretty 
strong evidence that there’s a whale of a lot of self- 


reliance in the make-up of the average American. 

He’s determined to stand on his own two feet 
...to face the future with confidence. 

And he’s learned that one of the best ways to 
do it is through insurance. 

We are pleased to have helped so many of these 
Americans stand just a little bit straighter. 

The Equitable Society today helps protect over 








Condensed Statement of Condition as of December 31, 1953 








RESOURCES 
*Bonds and Stocks Per Ce 
U. S. Government obligations .................. $ 537,143,008 (7 
Canadian Government obligations .... 140,791,994 (2 
Public utility bonds |... 841,936,321 (11 
Railroad obligations 644,725,557 (9. 
Industrial obligations ...... 2,180,861,446 (31 
UCR Oo! 285,218,187 (4 
Preferred and guaranteed stocks ... 126,735,858 (1 
COMMON SOCKS ooo eee cece cccceseeeeeeeeeeees 7,095,892 (0 
Mortgages and Real Estate 
Residential and business mortgages.......... 1,339,268,682 (19. 
Farm mortgages ......0.....ccccccccccceccscecsecseseeees 266,765,635 (3 
Home and branch office buildings : 11,852,951 (0. 
Housing developments and other real es- 
tate purchased for investment .............. 175,153,309 ( 2. 
Residential and business properties ........ 163,957 (— 
Other Assets 
eee ” 89,367,235 (1 
Transportation equipment 114,938,086 (1 
Loans to policyholders ........ 167,474,689 (2 
Premiums in process of collection 56,660,533 (0 





Total 


‘Including $6,454,636 on deposit with public authorities. 


fn accordance with requirements of law all bonds subject to amortization are stated at their amortized value and all other bonds and stocks are valued at the market ona on Decem- 
er 31, 1953, as prescribed by the National Association of Insurance Commissioners. In addition, as required, a security valuation reserve is included among the liabi $ 
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58,585,051 ( 0.8) 
we. $7,044,738,391 (100.0) 





OBLIGATIONS 
Per Cent 


$5,774,716,774 (82.0) 
361,449,761 (5.1) 


184,619,091 ( 2.6) 
36,155,056 ( 0.5) 


87,393,308 ( 1.2) 
6,931,122 (0.1) 


99,300,203 ( 1.4) 


Policyholders’ Funds 
To cover future payments under insurance 
and annuity contracts in force .... 
Held on deposit for policyholders and 
beneficiaries 2.0.0.0... 
Dividends and annuities left on deposit 
with the Society at interest .................. 
Policy claims in process of payment 
Premiums paid in advance by policy- 
PRI csecs cca ccasncsancnosacecetsecn ender ectsecvexace 
Dividends due policyholders ................. 
Allotted as dividends for distribution dur- 


ing 1954 


Other Liabilities 
Taxes—federal, state and other ........ 
Expenses accrued, unearned interest and 
other obligations .................0....cee 
Mandatory security valuation reserve........ 


26,632,000 ( 0.4) 


13,064,616 (0.2) 
33,039,595  ( 0.5) 


Surplus funds 


To cover all contingencies ere 421,436,865 ( 6.0) 
Total i Rae Me fins cccsceeeee $7,044,738,391 (100.0) 


ities. 











8,000,000 people—a record number! 

To see what lies behind their self-reliance, look 
at the figures in The Society’s Annual Statement 
shown here. 

While we are the fifth largest corporation in the 
United States, we're not in business just to publish 
big figures. 

We are in business to help more Americans 
help themselves to individual security and inde- 
pendence. 

To this end we are continually developing new 
kinds of insurance...using the tool of intensive 
research to create modern and forward-looking 
policies. 

Recently, for example, we pioneered a new 
Major Medical Expense Policy. Now we have re- 
vised and liberalized it still further. This policy 
helps protect families against financial disaster re- 
sulting from costly or prolonged illness. Its cover- 
age is broadened. ..its cost is reasonable. 

We believe this policy clearly demonstrates 
how independent citizens, working through a 
mutual company, can build for themselves the 
kind of insurance program Americans need. 


4% 


RAY D. MURPHY, President 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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Statements Show Narrow Margins 
Under N. Y. Expense Limitations 


By ROBERT B. MITCHELL 

ALBANY—Annual statements filed 
here show that life companies doing 
business in New York incurred $12.7 
million more federal income taxes last 
year than in 1952, gained $3.7 million 
more from disability business, $1.1 
million more from double indemnity, 
gained slightly less on individual an- 
nuities, and gained $8.6 million less 
on group annuities than in the previ- 
ous year. 

As in 1952, the big loss producer for 
1953 was supplementary contracts, re- 
flecting too-favorable projections of 
future interest earnings and mortality 
rates—favorable mortality in this case 
meaning assumptions that recipients 
of life incomes under settlements 
would die sooner than they actually 
did or seem likely to in the future. 
However this source of loss was con- 
siderably less than for 1952, being $3,- 
738,865 as against $9,692,975 for 1952 
and $4,002,450 for 1951. 

Incidentally, each of the gain and 
loss aggregates is a “net” figure, ob- 
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Companies*** BES 0A 0A OF On PH PH = Ps Pv Py PH <F <2 ne ms esé 
Aetna Life ....... 476,767 553,349 781,565 —387,709 23.1 20.8 21.2 16.8 14.2 10.4 167,734,509 136,682, 22,050,000 43.2 42.3 
PENN cc sscsecssisicocoisipsnnseconss §—_Jiuammation ——-—_Sivombinses, «= heueainsesap 2,309 raccasesseee ® * * > . * 10,193,386 § 7,769,00! 5,229 _e..... ‘os ee 
Banker, Ia. .......... 899,532 243,810 122,840 238,841 17.3 15.1 38.4 11.7 4.52 1.65 9,902,863 7,851,890 3,117,500 36.4 356 
Bankers Security  ....c-csssssesereeees 10 i eee) + + 6.01 —31.3 ————eaceoeee 30.1 20, 6,442 181 96.3 99.3 
Berkshire E 98,253 53,791 —63,698 —51,151 8.5 79 —263 —10.5 11.9 7.95 325,028 122,067 318,583 33.0 28.8 
CRN: TO TE cscancrrcinrecs 205,000 33,447 39,928 61,948 —28,543 se 10.6 as —1.9 ee 04 2 9 kee = 295,033t 16.8 10.0 
Colonial 80,000 15,484 29,546 12 1,367 t + —46.5 —26.9 24.1 En ee a 16,336 23.6 86215 
Columbian Mutual  ........:se008 6,000 154 oe ce eee 16.0 28.4 —18.0 —39.0 24.8 10.1 1 591 35,319 es 
Columbian Nat'l. ..... 200,730 39,305 79,852 146,058 —42,739 + + 2.5 5.0 20.0 15.0 2,343,623 1,410,717 ,044 72.5 65.4 
Companion _.......... 2,367 9,322 —2,315 —1,8: 1,002 ; + 44 —18.2 34.7 25.0 45,276 17, 2,206 19.3 21.1 
Confed., US Br. .. 12,000 11,602 12,351 —29,818 —8,729 . * * * * * 13,488 9,210 e 33.1 $4.2 
Conn, General 2,605,000 595,154 488,801 389,008 —908,028 15.0 11.7 10.6 0.8 18.2 18.5 60,904,642 48,744,096 4,445,111 42.0 40.8 
Conn, Mutual .......... 1,900,000 647,208 525,009 1,583,673 1,255,138 +s 14.8 +e 0.6 a eee new, | Venema 14,478,915 13.4 54 
Continental Amer. 155,000 138,711 52,895 —10,290 —23,794 25.5 25.3 11.0 9.3 25.8 Me. eee he 158,867 37.2 35.5 
Continental Assur. 5,000 322,184 81,811 138,257 81,939 67.5 4.6 18 —14.0 88.0 1.18 21,476,511 17,580,343 1,837,014 37.5 39.1 
Credit Life ........... 14,735 Be, wes, een) ees + * —125.0 —136.0 21.5 24.8 967,804 439,900 6,873 100.0 100.0 
Empire State ... 13, 1,826 aT eee 405 22.1 14.6 4.9 3.3 40.0 29.7 ‘1,986,871 898,452 5,232 30.2 25.6 
Equitable Society 13,935,000 4,581,189 2,110,260 2,789,761 172,620 8.2 7.5 1.2 —3.8 14.3 8.4 118,293,521 039,595 14.8 14.5 
Equitable, Iowa .... 954,750 687 248,412 206, —297,407 8.8 8.4 6.9 4.8 14.4 11.8 1,214,125 27.4 28.5 
Expressmen’s Mut. i  daienide sides .petieuiiien 729 29.6 21.9 75.0 63.1 27.2 30.1 —— )=—shl oa §83>9 ae 
Farm Bureau. ........... 94,000 74,484 105,849 aeeesseene 5,530 25.7 22.3 51.5 53.5 25.9 30.6 Bees aes 127,440 52.5 53.2 
Farmers & Traders 57,000 35,842 7,667 2,580 —20,009 + + 26.8 23.8 28.2 22.3 44,498 6, 94,827 5.6 5.1 
Federal L. & C. .... 42,000 3,814 ae 727 + + 44.4 56.7 82.2 79.7 4,346,888 § 1,868,351 8, 92.5 88.6 
Fidelity Mutual 0.0... 516,966 303,530 110,569 24,968 —106,051 7.7 4.3 15.0 10.1 12.0 10%  “coeem,  aamnee 599,827 30.7 31.1 
Guardian 680,000 736,251 274,425 207,648 63,580 4.4 9.1 12.1 5.8 10.6 11.5 363,216 49,894 109,391 35.3 35.4 
RN MEM IS OE cccsscsccascanssvesonses 595,000 430,639 114,447 166,332 129,528 2.3 2.2 —6.7 —0.65 11.4 11.3 935,215 29.3 29.4 
Imperial, US Br. 4,0 —1,099 1,136 528 14,784 * * * * * * scbescstins 90.0 90.0 
John Hancock ...... 7,045,000 399 1,962,797 1,415,963 —198,676 11.1 9.9 8.8 8.5 22.5 11.8 % 29.7 28.8 
Loyal Protective 63,036 5,815 7,140 —4,262 —2,317 19.7 23.0 12.3 5.9 42.3 42.5 23.2 26.5 
Lutheran Mutual 100,577 17,867 67,989 —26 —3,057 42.0 41.4 46.8 45.4 21.1 23.4 14.5 15.0 
Manhattan ..... 155,523 41,271 44,731 41,745 —15,764 4.5 2.4 —6.3 —20.0 14.8 10.5 50.6 51.5 
Mass, Mutual 150,000 742,461 567 1,108,724 80,599 ss 15.0 ** 16.6 es 14.0 28.3 26.5 
Metropolitan. ...... 25,250,000 1,345,953 1,656,825 91,181 128,532 10.9 10.0 13.0 9.6 6.3 3.7 41.5 39.2 
Monarch, Mass. . 70, 71,403 eae 5,408 24.6 21.9 24.2 14.1 28.9 30.0 44.0 46.4 
Mutual Ben. Life ... 2,900,000 488,357 —12,080 —25,767 —45,429 18.9 17.0 16.7 14.0 12.6 11.4 9.5 8.7 
Mutual of N. Y. ..... 4,775.000 1,484,180 1,235,013 129,230 —477,686 15.5 13.7 20.9 20.8 6.9 5.8 33.3 17.8 
Mut., Can., US Br. 3,824 583 PR RR 25S * * = * * sR IE ts 90.0 
Mutual Trust ....... 240,000 161,391 112,106 44,216 —46,444 14.6 17.2 20.9 15.6 11.3 18.2 5.5 43 
National, Vt., .......++. 1,120,000 163,108 203,609 625,951 68,008 19.9 16.6 10.8 1.2 8.2 9.4 8.8 1.8 
New England Mut. 2,750,000 167,057 333,313 1,196,407 1,250,396 22.4 20.6 7.5 5.0 13.6 12.6 2,989 7.9 6.3 
heat 10,400,000 2,150,624 4,553,399 4,742,011 —544,869 9.8 12.2 20.1 21.0 5.2 6.9 13,756,709 8,855,488 21,228,410 9.5 16.5 
BU IR oie ccecaceosatnonesisen 53,000 168 8,481 4,3 18 * * * * * * 1,043,140 435,578 T6BSIS ices ees 
North tern a  ”———i(ié‘«C teehee”! emg a ee Vic (tice pce SC eee ibeane (|. rr 
Northwestern Mut. ...scssssssssses 5,517,000 = 1,512,873 asseeesssee 2,349,647 —1,256,143 37.7 37.7 39.2 33.4 9.8 MES scenes 21.8 18.5 
Old Republic ........ 13,421 —6,978 27 124 —1 + + 84.5 79.5 21.7 11.8 674,515 99.9 100.0 
a a?  euaans  oiigmens.” | melee "Cegme “eeela> <caveci .. <a> - fr Geeee. ) (ce eee 600,727 = =§-_—»-— 218,200 = 3,204 eeeenee sessenes 
Paul Revere .. 154,000 83,657 48,949 25,494 —844 + + 17.8 15.7 27.3 24.2 16,096,893 36.4 38.0 
Penn Mutual .... 2,777,812 1,013,913 537,028 16,944 —526,791 11.8 13.5 11.3 9.6 10.8 16.0 30.4 27.8 
Phoenix Mutual . 1,310,600 585,761 284,161 399,429 —298,568 11.2 9.4 11.7 10.5 6.2 97 9.2 21.4 
Co Se 11,000 oN eee —9,156 2,305 13.3 17.3 —425 —23.2 16.3 25.1 163 18.5 20.6 
UOC EONS cc) cee | eee Rs —6 + + 100.0 100.0 100.0 100.0 381,362 1,1OB —cnnsrece sensors 
Provident Mutual ... 1,412,000 757,193 167,676 381,318 6.2 9.9 14.8 12.9 7.2 9.7 2,629 2,539,037 26.8 26.6 
Prudential _ .........0..0.. 21,650, 3,528,534 7,339,540 1,755,045 5.7 6.9 9.5 4.5 6.0 10.4 59,563,459 32,203,090 21.9 19.6 
Security Mut., , 84, 23, 13.2 6.7 —135 —26.3 19.8 2.35 4,464,886 238,787 34.7 37.6 
State Mutual 925,000 235,845 171,599 11.4 8.5 16.5 8.8 8.1 8.9 399, 4,169,537 2,594,711 29.8 31.6 
“oN | RIE RI RGR Rate 55,633 1,774,019 + + * * * io eee | eee ea ‘ 84.5 82.5 
Travelers 3,780,000 311,922 344,531 . + 39.6 39.7 12.0 14.8 318,310,309 181,845,858 9,775,559 47.5 49.2 
Union Cas. & Life ... —40,000 Ca «| ne + + 27.7 100.0 30.5 92.0 17,282,876 6,289,660 9,514 72.2 99.9 
Union Central . 1,065,000 253,931 165,965 11.8 10.1 22.2 19.4 6.3 C2 eee, eee 777,908 36.4 30.7 
Union Labor . 35, 16,916 —36,494 37.0 23.2 —13.0 16.5 85.8 41.1 10,242,380 8,974,959 866 13.7 12.5 
Union Mutual .. 150,975 34,976 14,936 25.0 19.4 0.7 —15.6 28.7 14.3 5,192,093 3,452,612 397 54.0 68.0 
Ra Re a > ee 12.1 12.4 24.0 4.2 40.5 40.2 34, 4,177 3,455 reece pe 
U. S. Life 136,983 42,746 36,415 + + 2.3 13.6 26.8 20.5 6,531,116 5,185,428 213,411 50.2 
Zurich ......... seettisessctsasesseeccegarsscaa ey ees eae + + 100.0 100.0 100.0 2 im oI St RN 001 oC 100.0 
Totals, 1953 126,517,199 25,689,662 25,540,008 23,288,106 —3,738,865 eee, ceccecce | suteasee, tantra, tenures nave 1,185,718,175 830,003,258 261,005,662 _........ 
Totals, 1952 113,787,216 22,005,892 . 24,464,583 23,440,835 ee ee ee ee eee SE 826,701,023 603,133,468 222,525,174 —....... esses 
*Filing of schedule Q, in which 213 margins are shown, not required of this company. **Schedule Q not filed as of date when tabulation was compiled. ***Statements of Church Life, 


Life, and Victory Mutual had not been filed at time tabulation was compiled. +“*Company” expense limit not applicable to companies issuing or delivering in New York state nonpar policies 


tained by offsetting losses against 
gains. 

From disability, double indemnity, 
individual annuities, and group an- 
nuities the New York admitted com- 
panies had a total gain of $137,222,,011 
in 1953, diminished by a loss of $3,- 
738,865 on supplementary contracts 
for a net aggregate gain from these 
sources of $133,483,146. The net aggre- 
gate gain from these five sources for 
1952 was $131,545,092. 

The accompanying tabulation shows 
the results for each company in these 
departments, also A&H premiums and 
payments, amounts carried in the 
mandatory security valuation reserve, 
and ratio of term insurance sold to 
total individual ordinary. The term 
sales figure includes term elements, 
such as family income riders, included 
in ordinary policies. 

The table also shows the percentage 
of margin each company had under the 
expense limitations imposed by sec- 
tion 213 of the New York insurance 
law. The margins are shown as per- 


centages of the maximum permissible 
under the law, a minus percentage 
meaning that the company exceeded 
the limit. It should be noted that what 
is captioned “agency expense limit’ 
—sometimes called the renewal ex- 
pense limit—is not a limit in the sense 
that a company is forbidden to exceed 
it. It means only that expenses in ex- 
cess of the limit must be charged as 
first-year expenses. 

The squeeze has been extremely 
tight on agency expenses because they 
include such items as higher rents and 
increased clerical salaries. 

The expense limit squeeze has been 
tightest of all on industrial business, 
on which there is only one limit. The 
figures filed here show that the four 
companies doing virtually all the 
weekly premium business done in New 
York state exceeded, in the aggregate, 
the permissible maximum expense for 
industrial business by three-quarters 
of 1%. Colonial had a margin of 14.8%. 
John Hancock had a negative margin 
of 2.2%. Metropolitan life stayed with- 


————-Margins Under Sec. 213-————_———. 











in its statutory limit by one-quarter of 
1%, while Prudential went over the 
limit by 1.6%. These figures are com. 
puted entirely separately from the 
limits on ordinary, to which industria]. 
writing companies are subject on their 
ordinary business the same as strictly 
ordinary insurers. 

The margin situation as respects in- 
dustrial business indicates why weekly 
premium companies operating in New 
York so urgently needed the relief 
granted them under the liberalizations 
of section 213-a enacted at the recently 
concluded session of the New York 
legislature. 

Relief is also granted, particularly 
to smaller companies, in the ordinary 
field by 1954 amendments, over and 
above the 1953 amendments. The lIat- 
ter, incidentally, tend to make the 
1953 margin situations for ordinary 
look better than they actually are. 
This is because the 1953 liberaliza- 
tions were not enacted until March, so 


(CONTINUED ON PAGE 21) 














exclusively. tExcess of market value over book value; on the basis prescribed for U.S. companies the security valuation reserve would be $1,245,988. 
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Ek a NEW YORK LIFE presents a 


-:|NEW LIFE INSURANCE POLICY 


“=! for Business and Professional People 
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. ae } J), Sen Low-cost life insurance you can afford today builds 
™ HIGH CASH VALUES fast—helps you protect your family 

icularly and build for your future, too! 

rdinary 

ver and Countless business and professional people are faced with 

a = the twofold problem of maintaining their living standards 

rdinary at today’s high costs and setting up the kind of future 

lly are. financial security they’d like their families—and them- 

eraliza- ice 

ae selves—to have. 


For these people, New York Life has developed a new life 
insurance policy —one which is remarkably low in premium 
cost, yet builds up high cash values quickly. 


» 


This new policy is, in effect, life insurance in the “economy 
size”’ package. Since the minimum amount is $10,000, econ- 
omies are possible which keep the premiums low. 


So if you’ve been meaning to take out more insurance— 
but have been putting it off because you think you can’t 
afford it—ask your New York Life agent about this new 
policy or mail the coupon today! 


Ratio, term to total 
individ. ord. 1952 
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MAIL COUPON TODAY! 
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New York Life Insurance Company, Dept. TX 
51 Madison Avenue, New York 10, N. Y. 


Please furnish full information on your new Whole Life insurance policy, 
minimum amount $10,000. | understand that | am under no obligation. 
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ESTABLISHED 


Walter Strand, Sacramento, be- 
came a Big Tree Club Top-Star in 
his first year with Pacific Mutual, 
and has maintained this distin- 
guished standing throughout @ full 


decade. in California's capital city 
he is respected as an outstanding 
life insurance man, and known as a 
dependable and popular participant 
in civic affairs. 

“Thanks to the kind of training 
and guidance furnished by our com- 
pany, and Pacific Mutual's really 
versatile coverages,” says Walter, 
“I'm able to provide the insurance 
sefvice my clients want, and to 
sustain and enjoy the personal 
standing that comes with a firmly 
established name in my community.” 


1 | 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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LIFE—ACCIDENT & HEALTH 
RETIREMENT PLANS—GROUP 





GROUP INSURANCE 


SALES SUPERVISOR 


8 years exp. will qualify you. 


3 positions open in Chicago territory—5 to 


$8,000. 





pany experience. 


LIFE INSURANCE ACTUARY 
Chicago location. Must have passed 5 
actuarial examinations and had 5 yr's. com- 








$10,000. 
ED BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 So. State St. WaAbash 
Chicago, Ill. 2-4800 











Broad Economic View 
Needed, Roberts Tells 
Fidelity Mutual Rally 


The life agent, while keeping 
abreast of current news, must focus 
on the long-term upward trend of 
American economy, E. A. Roberts, 
president of Fidelity Mutual Life, em- 
phasized in speaking to the 350 agents 
attending the company’s annual con- 
vention in Hollywood Beach, Fla. 

Chairmen of the 3-day session were 
C. L. Pontius, vice-president; G. A. 
Sterns, associate manager of agencies, 
and L. J. Doolin, manager of agencies. 

The company’s five leading produc- 
ers of 1953, C. K. Gordy of New Haven, 
R. W. Campbell of Altoona, D. C. Mc- 
Cune of Pittsburgh, E. W. Dickey of 
Altoona and G. A. Hatzes of Washing- 
ton, spoke on “Producing at Capacity”. 
Other panels consisted of Hans Guen- 
ther, supervisor of agencies, modera- 
tor; E. G. Endler, Los Angeles; W. A. 
Horner, Manchester, N. H.; J. T. Fox, 
Pittsburgh, and P. N. Jepson, Jr., Cam- 
den, on prospecting; Mr. Sterns, mod- 
erator; C. D. Bond, Jr., Detroit; J. A. 
Williams, Wilmington; H. E. Thomas, 
Chicago; G. A. Whittle, Miami, and 
Paul Wechsler, Jr., Philadelphia, on 
sales ideas; Mr. Doolin, moderator; D. 
E. Osterling, Chicago; R. G. Trimborn, 
Philadelphia; A. L. Neveux, Jr., Rich- 
mond, and A. L. Gowell, Camden, on 
sales techniques. 

Elsie Ullrich, agency secretary, 
spoke on “Selling to Women”. Daniel 
P. Kreer of Chicago emphasized the 
fundamentals of selling and the need 
for coordination and proper sequence 
in their use, and William King, gen- 
eral agent at St. Louis, spoke on 
“There Is No Substitute for Life In- 
surance”. 

R. A. Hobbs, Seattle; S. Blair Cur- 
rence, Pittsburgh, and Mr. Neveux re- 
ceived CLU keys. The 1954 library 
award went to the Detroit agency, 
headed by E. H. Meyers, Jr., general 
agent. 


Gregory Heads La. Assn., 
Sanders Vice-President 


Louisiana Assn. of Life Underwrit- 
ers, at its meeting at New Orleans 
elected Louis Gregory, manager at 
Shreveport for Great Southern Life, 
president, and John Sanders, manager 
of Franklin Life at Lake Charles, vice- 
president. 

Eunice Bush, Mutual Life, Baton 
Rouge, moved to send a letter to Com- 
missioner Martin of Louisiana affirm- 
ing NALU’s position opposing the use 
of tontine and semi-tontine policies 
because of widespread misuse in pres- 
entation and the public’s general mis- 
understanding of the operation. 


After a short business meeting con- 
ducted by Henry J. Miltenberger, gen- 
eral agent of Northeastern Mutual at 
New Orleans and retiring president of 
the state association, Edward P. Flynn, 
manager at New Orleans for Pruden- 
tial, introduced a panel discussion on 
business insurance. 





Names Four in Wash., Cal. 


Northwestern Life of Seattle has ap- 
pointed two general agents in Wash- 
ington and two in California. 

Paul W. O. Bence will be located in 
Bremerton. He has had previous insur- 
ance experience. Norman Coleman will 
be located at Aberdeen. He has been 
with the company since 1952 and be- 


fore that was with Equitable Society. 


He is a navy veteran. 

Heading the California agencies will 
be James H. Wood, San Jose, and 
Charles E. Bracker, west Los Angeles. 
M. Wood has 25 years’ insurance ex- 
perience. Mr. Bracker entered the bus- 
iness in 1946 after army service, and 
has been with Prudential, Occidental 
and Central Standard. 





Prudential Promotes 
Four in Home Office 


Prudential has promoted Proctor H. 
Barnett, C. J. Faherty and O. Martin 
Krueger, general managers in the mort- 
gage loan and real estate investment 
department, to executive directors, and 
Robert C. Oley, investment manager 
in the bond department, to general 
manager in charge of common stock 
portfolio. 

Mr. Barnett, who now supervises city 
loans, joined the company in 1934. He 
is an air force veteran. Mr. Faherty, 
who supervises industrial loans and 
the purchase of real estate for invest- 
ment, joined the company in 1930 and 
is a navy veteran. Mr. Krueger takes 
over supervision of farm loans. A vet- 
eran of the first world war, he joined 
Prudential in 1933 and has headed 
mortgage loan offices at Kansas City 
and Indianapolis. Mr. Oley went to 
the bond department in 1950 from City 
Bank Farmers Trust Co. of New York, 
where he was assistant vice-president. 





End B.C. Hospital Plan 


Premiums, Hike Tax 66% 


Premium payments under the British 
Columbia hospital insurance service 
were suspended April 1 and residents 
entering hospitals now will pay only 
$1 a day during their stay. To cover 
the costs, there has been an increase in 
the provincial government sales tax 
from 3% to 5%. 

In the past, premiums have been $27 
per year for a single person and $39 
per year for a person with dependents. 

Although compulsory, a significant 
percentage of citizens have refused to 
pay the premiums. About the only hos- 
pitalization cost not covered under the 
plan is the difference between the 
charges for a ward room and those for 
semi-private or private room. 





Oregonians Plan State Body 


Portland Assn. of A&H Underwriters 
at the March meeting heard talks by 
Thomas E. Callahan, Time, Milwaukee, 
and William G. Coursey, of Chicago, 
president and managing director re- 
spectively of the International associa- 
tion. Mr. Callahan discussed key man 
disability insurance, and Mr. Coursey 
described the activities of the Interna- 
tional. Both speakers emphasized the 
need for a state association, and after 
the formal meeting the Portland direc- 
tors made plans for the formation of 
an Oregon association to be set up for- 
mally in September. 





Finkbiner Marks Record Year 


The A. C. F. Finkbiner agency of 
Northwestern Mutual Life at Phila- 
delphia celebrated another “largest 
ever year” at an agency dinner there 
attended by 83 persons. On hand from 
the home office were Bigelow B. Snow, 
Jr., assistant director of agencies, and 
John P. Formella of the advanced un- 
derwriting division of the agency de- 
partment. The agency, paying for more 
than $15 million in new business and 
term conversions, ranked fifth among 
company agencies in 1953. Eight of its 
staff members met the life and qualify- 
ing requirements of the Million Dol- 
lar Round Table. 
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Murphy Tells Zone 5 
Industry Can Do A&H 
Reinsurance Job Best 


Commissioner D. D. Murphy of 
South Carolina, president of NAIC, 
discussing at the zone 5 meeting in 
Omaha the government’s reinsurance 
plan, said he feels the insurance in- 
dustry, with the help of the commis- 
sioners, is in a much better position 
to do the job for the American people. 
Whatever the government can do, the 
private companies should be able to 
do better, he remarked. 

In the A&H field, Mr. Murphy said 
he is sure there is enough talent to 
furnish all of the insurance necessary, 
and if it is necessary to form a rein- 
surance pool, “I am sure that the in- 
surance industry can do a much better 
job and a much more detailed job of 
reinsurance than can a state or federal 
governmental institution.” 

If such a plan as the one proposed by 
the administration could be expected to 
be self-sustaining and profitable, Mr. 
Murphy said, the companies would no 
doubt form their own pools with pri- 
vate capital. “It appears reasonable to 
assume that the corporation which 
would be formed by this bill, like most 
other government corporations, will 
operate at a loss to be covered by ap- 
propriations of the federal govern- 
ment.” 

The commissioner went over some of 
the provisions of the administration 
bill, noting that it is stated in the pur- 
poses that the bill will provide techni- 
cal advice and information without 
charge to help service pre-payment 
plans or companies or sponsors thereof. 
“I wonder where this technical advice 
and information will come from? Does 
the Department of Health, Education 
& Welfare have among its employes 
today technicians who are in a position 
to give this kind of advice and infor- 
mation? If not, where will they find 
the technicians necessary to give you, 
who have been in this business these 
many years, this type of service? Will 
it be necessary for them to encroach on 
the personnel of the commercial car- 
riers to give you this type of advice? 
If they propose to train personnel, then 
I submit to you the period of training 
of technicians needed will be a long, 
drawn-out program.” 

Another provision is to make avail- 
able to the business reinsurance for 
voluntary health service pre-payment 
plans where sufficient reinsurance is 
needed in order to stimulate the estab- 
lishment and maintenance of adequate 





INSURANCE 
COMPANIES 
Bought and Sold 


Contact us regarding either the sale or 
purchase for CASH of the capital stock 
OF management contracts of insurance 
companies. All negotiations confidential. 


BRINSOR 


1102 WALDHEIM BUILDING 
KANSAS CITY 6, MISSOURI 





BRoxers oF 
INSURANCE ORGANIZATIONS 


pre-payment plans in areas and with 
respect to services and classes of per- 
sons for which they are needed. Mr. 
Murphy commented that in South 
Carolina the insurance business may 
be more progressive than in other parts 
of the country, for in that state, he 
said, there is no person who is an in- 
surable risk who has not been given an 
opportunity to purchase health insur- 
ance. If the government plans to get 
into the furnishing of insurance to un- 
insurables, which evidently is the pur- 
pose of the plan, Mr. Murphy wondered 
whether there isn’t a close approach 


to socialized health insurance and med- 
ical service plans. 

The bill authorizes the Secretary of 
Health Education & Welfare to utilize 
the services and facilities of any agen- 
cy of the government or any other 


public or non-profit agency or institu-- 


tion to carry out the act, and then 
provides that the secretary shall utilize 
the facilities and services of state agen- 
cies legally engaged in supervising 
health insurers or service plans. An- 
other section authorizes the secretary 
to employ experts and consultants or 
organizations to furnish technical ad- 


vice. These will be paid for. It also 
provides for appointment of an advis- 
ory council and other committees. 





Names Securities Manager 

Home State Life of Oklahoma City 
has named Col. H. W. Masters, for- 
merly commander of the Tinker air 
force base there, manager of its secur- 
ities department. Before military serv- 
ice ,Col. Masters for 25 years was in 
the investment banking and securities 
business in Chicago and New York 
City, serving with Otis & Co., Hemp- 
hill Noyes, Graham Parsons & Co. and 
Van Strum & Towne. 














During a year when Mutual Benefit Life men in every part of the 
country established new records for personal production, Max 
Matson of Cleveland turned in the best record of all. This makes 
the second straight year that Max has won this distinction—and 
the fourth time in his career. During his career, he has paid for 
more than $50,000,000 of insurance —a record of which any man 


could be proud. 








Mutual Benefit Life’s top producer 
| for 1953... MAX MATSON 
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career life . underwriting 
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training and sales procedures 
of Equitable Life of lowa 
associates. Hence it follows 
. rather naturally that the Com- 
\ pany consistently maintains its 
‘standing as one of the leading 
life companies in the percent- 
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THE ENTITY PLAN OF 
PARTNERSHIP CONTINUATION 


. reveals a heretofore unpublished internal revenue service 
ruling plus recent court decisions which clear the way for partner- 
ships with several partners to arrange their business life insurance 
under the ENTITY plan. 

Suppose you have a partnership with 3, 4, 5 or 6 or more 
partners. How are you going to handle the problems which arise 
when the first partner dies? The second partner, etc.? And what 
happens when one or more partners retire and new partners are 
taken in? UNDER THE ENTITY PLAN THIS CREATES NO 
PROBLEM! What happens to the policies going “dead” each 
time a partner dies?’ THE ENTITY PLAN MEETS THIS 
PROBLEM! ; ; 

This never-before-published Internal Revenue Service Ruling 
is certain to make life insurance sales history. So be among the 
first to use it! 

Single copy, $2.65: 
2-9 copies, $2.50 each. 















Myrick Letter, Chicago Brochure Push 
Merits of Sites for NALU Headquarters 


In keeping with the editorial view expressed in last week’s issue that all per- 
tinent facts bearing on the choice of a headquarters location should be laid 
before NALU members, THE NATIONAL UNDERWRITER Will during coming months 
print material that might be helpful to members of NALU in reaching an in- 


formed decision. 


Herewith are presented (1) information on a proposed New York City 
location that was presented at the recent national council meeting at New 
Orleans but was inadvertently omitted from the account in THE NATIonaz 
UNDERWRITER; and (2) material from the Chicago association’s brochure that 
was presented to the location committee, the board of trustees, and each mem- 


ber of the national council. 





MYRICK LETTER 


CHICAGO BROCHURE 





NEW YORK—Julian S. Myrick, re- 
tired vice-president of Mutual Life and 
a past president of National Assn. of 
Life Underwriters, has realeased to the 
insurance press copies of the letter he 
wrote to NALU President Robert C. 
Gilmore, Jr., at the recent mid-year 
meeting immediately after the trustees 
had selected Chicago for the headquar- 
ters area. 

The letter emphasized the advantages 
that would accrue to NALU from 
staying in the New York City area and 
mentioned the availability of a build- 
ing in the Grand Central zone that had 
only just come to the attention of the 
location committee, of which Mr. My- 
rick is a member. THE NATIONAL UN- 
DERWRITER’S account of the midyear 
meeting, at which Mr. Myrick read to 
the national council his letter to Mr. 
Gilmore, covered the letter’s list of ad- 
vantages to staying in the New York 
City area but failed to mention the 
availability of the building that the 
location committee had just heard 
about. 

Mr. Myrick’s letter said that too late 
for the location committee to have 
given it proper consideration it received 
word of the availability of a “first-class 
building in the heart of New York City, 
five minutes from Grand Central 
station, 10 minutes from Pennsylvania 
station, and around the corner from the 
Air Terminal building.” He said the 
outside estimate of cost is $500,000 “as 
compared with $400,000 for any new 
building that you might have to buy the 
land for and erect in any location in or 
near Chicago, and certainly is worth 
many times the difference and will 
stand up as to valuation in the future.’’ 

Mr. Myrick in his letter also stressed 
the point that because of the accessi- 
bility of the New York City building 
more members would find it feasible 
to visit headquarters than at the Uni- 
versity of Chicago location or the sug- 
gested site in suburban Evanston. 








Legal Advice in Bonus Plans 


A plan for bonus payments insti- 
tuted without advice of counsel may 
put an insurance company into a posi- 
tion of suffering a considerable and 
unnecessary loss, Robert L. Freeman, 
senior examiner for the New York in- 
surance department, told a session of 
its in-service training course. 

In one instance, Mr. Freeman said, 
a tax-free retroactive salary adjust- 
ment of $10,000 rendered the company 
itself potentially liable to $25,000 in 
taxes. The bonus resolution upon 
which the adjustment was based was 
drawn up without advice of counsel, 
he said. 


Cooling in Pru. A&H Post 

Robert E. Cooling, Prudential dis- 
trict service group manager at Los 
Angeles, has been promoted to A&H 
sales consultant for ordinary agencies, 
with headquarters at Los Angeles. He 
joined the company in 1947, following 
naval service. 








The University of Chicago site jis 
adjacent to the headquarters building 
of the American Bar Assn. now under 
construction. The Chicago brochure 
points out that NALU would be under 
no expense for the acquisition of the 
land; since it would not be taking title 
to the land there would be no tax on 
the value of the land itself; central 
heating would be furnished by the 
university at wholesale rates, elimi- 
nating the cost of installing a heating 
plant, its maintenance expense, and 
the need for giving up floor space 
otherwise available for working area; 
and favorable real estate tax treat- 
ment would be given the building. 

“We believe that the professional 
and economic advantages to its mem- 
bers which have drawn the American 
Bar Assn. to the University of Chicago 
are likewise important to us and we 
trust that they, along with other ad- 
vantages cited in this brochure, will 
result in your acceptance of our invi- 
tation,” a letter in the brochure to the 
location committee states. 

Accompanying the brochure’s map 
these advantages of Chicago as a lo- 
cation are cited: Chicago is the na- 
tion’s transportation hub—railway, 
highway, and airway; Chicago is just 
north of the present center of U. S. 
population—as a result more people 
can go to Chicago in less time and at 
less cost than to any other great cen- 
tral city. 

“Savings in time and money are im- 
portant reasons why almost 500 or- 
ganizations, each with a membership 
which is national in scope, have es- 
tablished their principal headquarters 
in Chicago,” the brochure states. 
“These same savings will be available 
to the members of NALU if a Chicago 
location is chosen.” 

The brochure notes that at Univer- 
sity of Chicago NALU would have as 
neighbors, in addition to the American 
Bar Assn., Public Administration 
Clearing House, Council of State Gov- 
ernments, American Society of Plan- 
ning Officials, Industrial Relations 
Center, Midwest Inter-Library Cen- 
ter, National Opinion Research Cen- 
ter, National Council of Family Rela- 
tions, and Center for the Study of Lib- 
eral Education for Adults. ; 

“Large and valuable resources exist 
in an outstanding law school, a grad- 
uate school of business, and an indus- 
trial relations center,” the brochure 
states. “Public Administration Clear- 
ing House engages in nationwide acti- 
vities in almost every phase of state 
and municipal public administration. 
These resources should prove of great 
value in the work of the National 
Assn. of Life Underwriters. 

“The location is convenient to trans- 
portation and within easy reach of 
downtown Chicago.” : 

In addition to the University of Chi- 
cago’s facilities, a vast fund of infor- 
mation, including much that might 

(CONTINUED ON PAGE 20) 
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General Agents Win 
Diverse Awards at 
Mutual Benefit Meet 


Max M. Matson, Cleveland, and 
Richard C. Hassberger, Saginaw, are 
being honored at Hollywood Beach, 
Fla., at the meeting of company lead- 
ers of Mutual Benefit, an event of the 
annual convention of general agents. 
Mr. Matson is leader in volume and in 
earnings, and Mr. Hassberger scored 
highest in lives written. 

Earlier in the week the President’s 
Trophy for the best all-round agency 
was presented by President H. Bruce 
Palmer to Solomon Huber, New York 
City. At the same time Richard E. Pil- 
le, vice-president in charge of agencies, 
gave the New Organization award to 
Robert W. Wilkinson, Minneapolis. 
This honor is based on the agency’s 
showing in recruiting, and develop- 
ment of new men. 

The Jones and Trimble awards, for 
best persistency of 1950-51 and 1952 
business respectively, were tendered 
by Vice-President Harry W. Jones and 
James R. Trimble, retired mathema- 





Richard E. Pille 


H. Bruce Palmer 


tician. Recipients were Providence 
(Robert E. Olmstead), Jones award, 
and Syracuse (Arthur F. Lewis), 
Trimble award. A new award this 
year, sales service, went to C. Carney 
Smith, Washington D. C., for the best 
agency bulletin. 

At the general agents’ banquet agen- 
cies which made outstanding scores 
in “The Duel,” October sales cam- 
paign, were honored. Quality business 
citations went to Cleveland (Laurence 
W. McDougall), Nashville (Herschell 
Emery), and Columbia, S. C. (Newell 
D. Crawford). Chairman W. Paul Still- 
man made the presentations. 

Awards for the highest percentage 
over quotas were taken by C. Carney 
Smith, Washington, D. C.; Francis J. 
Conlin, Spokane, and Robert R. Te- 
bow, Birmingham. The William T. 
Earls agency at Cincinnati was cited 
for submitting the highest volume dur- 
ing the campaign. 

Gordon Hull, director of sales serv- 
ice, spoke at the field meeting, another 
affair of the convention, on “New Hori- 
zons for Merchandising”. He spoke of 
the company’s newly established “lead 
bureau”, a list of recently-promoted 
executives worthy of investigation as 
prospects. Within the last 10 weeks, 
he said, the names of 10,000 men in 
this category have been compiled. 

This year, Mr. Hull said, 13 of the 
company’s first and second-year lead- 
ers will be henored in its trade journal 
advertising campaign. “Selection for 
trade journal advertising—so well 
Suited to pre-approach uses and pres- 
tige-building—coming at a critical 
Stage in a new agent’s career, speeds up 
the success process. Being honored in 
the ad increases the agent’s self-assur- 
ance, and the reprints serve as valu- 


able pre-approach and prestige tools,” 
he declared. 


A special breakfast for the com- 


pany’s CLU’s will be held April 10. 


John A. Erskine, general agent at Pitts- 
burgh and president of the CLU asso- 
ciation, will speak and officers will be 
elected. 


The breadth of a successsful agent’s 
activities is represented by sales, which 
“must come first, for it is our very ex- 
istence, just as it is in any American 
enterprise,” Robert C. Gilmore, Jr., 
agent of Mutual Benefit Life at Bridge- 
port and president of NALU, declared. 


“The successful agent, although he 


is concerned with training, knowledge 
and education for his job, is first and 
above all else a life insurance sales- 
man,” said Mr. Gilmore. 

Service, he said, is the “height” of 
the agent’s daily duties. He cited the 
fact that in the last 15 months 59% of 
all Mutual Benefit submitted business 
came from friends or from policyhold- 
ers. 





e Life of South Carolina has started 
construction of a $66,300 home office 
building at 3122 Millwood avenue, Co- 
lumbia. 


Nat'l Life, Vt., General 
Agents, CLUs Elect Heads 


Fred S. Brynn, Burlington, Vt., and 
Elliot L. Haas, Atlanta, have been 
elected presidents of National Life of 
Vermont’s general ‘agents association 
and CLU group, respectively. Other of- 
ficers of the general agents’ association 
are Harold T. Dillon, Atlanta, vice- . 
president, and Edward H. Von Deck, 
Washington, D. C., secretary. The CLUs 
elected Merrill W. MacNamee, Chi- 
cago, vice-president, and Warren F. 
Shult, Bloomington, Ill., secretary. 


NEW! 


for the first time 


B.A.R.E. OFFERS 


NEW BENEFITS 
for 150,000,000 Prospects 


New, big benefit policies for everyone! 
Not just groups ... not just railroaders. 





NEW OPPORTUNITIES 


for General Agents 
Benefit Association is licensed in 44 states 
—appointing General Agents now! 





Here’s How You'll Build Agency Profits in 
B.A.R.E.’s Exciting New Expansion Program 


Now you can be first in the field—first 
to represent the Benefit Association of 
Railway Employees with its first poli- 
cies planned to protect every American 


family! Never before has Benefit Asso- 
ciation opened its doors to general 
agents ...with a program designed for 
company expansion and agency profits: 


NEW 1954 policies eee H&A lifetime coverage with two-year noncon- 
fining sickness...low-cost professional men’s H&A... big new hospital- 
surgical coverage ... modern, top-value life policies! 


NEW leads Hundreds of thousands of prospect names—satisfied Benefit 
Association policyholders . . . plus continuing lead-producing programs. 


NEW commission schedules 
Better than any we’ve seen! 


VESTED RENEWALS! 


Most liberal contract in the business! 


B.A.R.E. is out to establish itself in this new field —and to build fast and 
big on the firm foundation of 41 years. If you can build and train a sales 
team, this is your opportunity to make 1954 the year that starts your big, 
permanent, successful agency! 


Get the facts! For complete information, in full confidence and 
without obligation, write today to 


ROBERT W. LINDSLEY 





Director of Sales, Room 304 
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Discussion Topics Listed for Actuaries 
Meeting ai Atlantic City April 29-30 


A panel discussion on the 1951 im- 
pairment study, plus a wide range of 
discussion topics, make up the pro- 
gram for the eastern spring meeting 
of Society of Actuaries, to be held 
April 29-30 at Atlantic City. 

Participants in the impairment panel, 
scheduled for Thursday afternoon, in- 
clude Leigh Cruess, Mutual Life; 
Edward A. Lew, Metropolitan; William 
J. November, Equitable Society; Ed- 
ward W. Marshall, Provident Mutual, 
and Dr. William Bolt, chief medical 
director of New York Life. 

Society vice-presidents Malvin E. 
Davis, Metropolitan, and Pearce Shep-. 
herd, Prudential, will preside the first 
day. The second day’s program in- 
cludes the business session and Presi- 
dent Richard C. Guest, Massachusetts 
Mutual, will preside. 

Following is the complete list of 
topics for informal discussion: 

THURSDAY 


I. Policy Plans and Rates 
A. What revisions have been made in 
mortality, interest, and expense as- 
sumptions in recent changes in par- 
ticipating and non-participating premi- 
ums for life insurance and supple- 
mental benefits? To what extent have 
interest and mortality assumptions 
been varied by plan of insurance? 

B. What are the advantages and disad- 
vantages of issuing to women a special 
life insurance policy, or class of poli- 
cies, involving different basic assump- 
tions from those used for other poli- 
cies? 

C. What safeguards are placed on the 
conversion of family income and de- 
creasing term insurance riders to per- 
manent insurance? What has the ex- 
perience been on such conversions? 

II. Annuities and Settlement Options 
A. What revisions have been made re- 
cently in the interest and mortality 
bases for annuity contracts and retire- 
ment income policies and for settlement 
options embodied in life insurance pol- 
icies? 

B. To what extent may the use of set- 
tlement options be justified for payees 
other than the insured and benefici- 
aries who are natural persons? 

C. What practical problems arise in 
connection with: (1) Requests for 
elaborate or complicated settlements? 


(2) Liberal settlement option guaran- 
tees in outstanding policies? 

III. What are the implications for life 
insurance companies of the increasing 
interest in equity forms of savings as 
evidenced by the growth of mutual 
funds, employer sponsored employe 
thrift plans, and the establishment of 
installment purchase plans for common 
stocks? 

IV. What actuarial considerations 
surround proposals in Congress for re- 
insurance of health plans? 

FRIDAY 


V. Social Security 
A. What are the developments and out- 
look concerning the President’s recom- 
mendations to Congress for the United 
States OASI system? 
B. What are the current developments 
in Canada? 

VI. Individual Sickness and Accident 

Insurance. 

A. What has been the experience under 
major medical expense contracts with 
reference to sales, underwriting, claims, 
and administration? 
B. In defining total disability a test 
frequently used during a stated initial 
period of disability is the inability of 
the insured to perform the duties of his 
own occupation, as contrasted with the 
inability to engage in any gainful occu- 
pation. What are the problems and con- 
siderations in determining upon such 
an initial period and a suitable dura- 
tion thereof? 
C. To what extent is build an important 
factor in the experience under (a) loss 
of time coverage? (b) hospital and 
medical expense coverage? To what 
extent can substandard builds be un- 
derwritten with extra premiums? 
D. What safeguards are used for under- 
writing (a) hospital expense coverage 
beyond age 65? (b) loss of time cover- 
age for women? 
E. What has been the demand for and 
the experience with individual hospital 
and surgical policies issued without 
evidence of insurability upon termina- 
tion of group coverage? 





Bought N. Y. Life Policy in ‘96 

New York Life’s Eau Claire, Wis., 
branch office honored its longest in- 
sured policyholder, Sumner G. Moon, 
at an open house at the branch’s new 
quarters. Mr. Moon bought his policy 
in 1896. 
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Benefits Paid Since Organization. ....Over $ 76,000,000 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 
Home Office: Appleton, Wisconsin 


Statistics 


1, 1954 


ee Over $745,000,000 
.....-Over $173,000,000 


.Over 473,000 











JUDGE WILLARD PHILLIPS, founder and first president of New England 
Mutual, is shown receiving the company’s charter on April 1, 1835, from Gov- 
ernor Samuel Armstrong of Massachusetts in the mural unveiled at the home 
office. It will hang in the charter room. The men to the left of the governor 
are the speaker of the house and the president of the senate; those to the right 
of Judge Phillips are friends who accompanied him to the state house. 








Terminal Maternity Issue 
Is Being Passed to NAIC 


LANSING—The group meeting here 
last week to try to iron out problems 
in connection with terminal maternity 
benefits under group A&H coverages 
came to no agreement as to how to un- 
ravel the snarls in the so-called Michi- 
gan program, but decided to try to get 
a commitment on procedure from 
NAIC at its meeting in Detroit next 
June. 

Under the Michigan plan, insurers 
taking over a group hospitalization 
contract do not assume existing ma- 
ternity cases, but only those in which 
conception takes place after the group 
is transferred. The ceding company is 
expected to pay benefits on existing 
cases. 

The Blue Cross has called the Mich- 
igan agreement “unworkable,” point- 
ing out that under its provision for 
service rather than cash indemnity, the 
Biue Cross member has a card which, 
if it has expired, produces complaints 
and complications in transfer cases. 

Private companies and representa- 
tives of Bureau of A&H Underwriters 
and H&A Underwriters Conference ex- 
pressed their satisfaction with the 
agreement, but Commissioner Navarre 
of Michigan said he would like to see 
a uniform plan for ail states because 
of the interstate character of some 
group cases. 

Among those on hand were Director 
Barrett of Illinois and Commissioner 
Wells of Indiana. Indiana has just ap- 
proved the equivalent of the Michigan 
agreement. There were some Blue 
Cross people on hand from Wisconsin, 
Indiana and Ohio. 


March Occidental’s Best 


Occidental Life of California’s March 
sales of ordinary life insurance totaled 
$75,703,823, the largest monthly sales 
in its history. This is an increase of 
$10,779,251 over the previous record 
set in March of 1953. 





Philadelphia Post for French 
Occidental Life of California has ad- 
vanced Robert E. French to regional 
group manager at Philadelphia. He 
joined the company’s home office 
group service department last year. 





e Life of Georgia’s district office in 
Columbia, S. C., has moved to its own 
building at 2445 Devine street. 


C. J. Currie to Retire, 
Will Be Church Executive 


Charles J. Currie, who will retire 
as Atlanta man- 
ager of Mutual 
Life on Sept. 1, 
has been named 
executive secre- 
tary of the board 
of annuities and 
relief of the Pres- 
byterian Church, 
U.S. He joined the 
company in 1923 
and has been man- 
ager at Atlanta 
since 1928. He was 
a trustee of NA- 
LU for four years. 





Charles J. Currie 





Top Victory Life, Kansas, 


Agents Gather in Cal. 


About 125 leading producers attend- 
ed the All-Star Club agency convention 
of Victory Life of Kansas, held at Coro- 
nado, Cal. 

New club officers are Charles S. 
Bray, Topeka, president; T. D. Lover- 
check, Lincoln, Neb., and W. M. Bonar, 
McCook, Neb., secretary. They were 
the three leading producers in 1953. 
The president’s trophy was awarded to 
W. D. Hawley of Wichita as manager of 
the company’s leading agency. 

The next All-Star convention will be 
held in August, 1955, at Chicago. 





Agents Union Vote Tied 


A bargaining election among agents 
of Boston Mutual Life has ended in a 
185-185 tie, National Labor Relations 
Board has announced. Agents in 15 
New England cities voted on AFL and 
= unions. A new election will be 
held. 


Prudential Names Stout at Muncie 

Prudential has named Hubert L. 
Stout district manager at Muncie, Ind., 
succeeding T. D. Bartlett, who has 
retired. Mr. Stout joined the Muncie 
office in 1935, became staff manager 
in 1940 and senior training consult- 
ant at the home office in 1952. He is 
a past president of Marion (Ind.) 
Assn. of Life Underwriters. 








e@ Glenn E. Reitzel, Mutual Benefit H. 
& A., addressed the Kansas City Assn. 
of A&H Underwriters on “Keeping 
Pace with Today’s A&H Market.” 


e Woodmen of the World of Omaha 
is sponsoring the Boys of the Wood- 
craft Club, a new club for boys 8-15 
at Montgomery, Ala. 
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ROGERS AT ST. LOUIS 


Over-Educating 
New Man May 


Drive Him Away 

ST LOUIS—The possibility that too 
much life insurance education may be 
driving natural salesmen out of the 
business was raised by Ronald D. Rog- 
ers, director of agencies for North 
American Life of Chicago, in a talk at 
the March meeting of St. Louis Life 
General Agents & Managers Assn. 

Emphasizing that he was not criti- 
cizing the many fine educational facili- 
ties available to life insurance, Mr. 
Rogers however did raise the point of 
whether too much education is being 
tossed at the newcomer to the business 
before he really knows what life in- 
surance is. 

“The new man who starts in life in- 
surance is, in many cases, given train- 
ing even before he starts as an agent,” 
Mr. Rogers said. Early in any training 
program, the new agent is required to 
gain a tremendous amount of know- 
ledge about the product. “There is per- 
haps no other field in which a new 
man learns as much about a new prod- 
uct—that is, new to him—as in the life 
insurance field, and no other business 
or profession that I know has as many 
sales training courses and schools, not 
only available, but used. We throw life 
insurance at the new agent until he 
eats, sleeps it and drinks it.” 

Mr. Rogers suggested that sometimes 
the business may be guilty of over- 
selling, giving the new agent too much 
insurance. “Maybe we even give the 
experienced agent too much insurance. 
When every word, every action and 
every thought is geared to insurance, 
the agent simply gets more than he 
can absorb. He may get ‘fed up’ with 
insurance. I suggest this may be one 
reason some men have left the busi- 
ness without adequate explanation. 
And it may be one reason why some 
life insurance men have drifted into 
the writing of general insurance.” 

Someone outside the business “might 
properly criticize us for concentrating 
on our field,” Mr. Rogers remarked. 
“The trainers who confine thinking to 
life insurance weaken their relationship 
with a new man who is trying to learn 














PRESIDENT DEAN C. DAVIS, left, 
Presents National Life of Vermont’s 
9153 president’s trophy for outstanding 
agency operation to Harold Smyth, 
Seneral agent at Hartford. Plaques 
were given to the runners-up, Dillon 
agency, Atlanta, William H. Bender 
agency, New York City, and Burroughs 
& Hatch agency, Manchester, N. H. 







Carl Mitcheltree, Pres, 


the business. Many managers recognize 


the danger that grows out of control 
that is too tight, too inflexible. The 
new agent is just as apt to flee as is 
the “little bird that will chirp cheer- 
fully if you simply permit it to stand 
on your finger, but that will fly away 
if you try to hold it inside your hand.” 





Jefferson Std. Has Record Quarter 

Jefferson Standard’s life sales for 
the first quarter of 1954 reached a 
record $39,757,344, a net gain of $22,- 
774,564. 








Va. Blue Cross Drops 


‘Sponsored’ Member Plan 


RICHMOND—Citing abuses as one 
reason, Virginia Blue Cross and Blue 
Shield have halted sponsored member- 
ships, under which an employe en- 
rolled in a group coverage plan has the 
opportunity to add other persons, other 
than his strict dependents, to his con- 
tract. About 15,000 sponsored mem- 
bers, most of whom are children who 
were enrolled under their fathers’ 
contracts and have now become of age, 
will be switched to individual con- 
tracts. 
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Wall Goes with Lincoln Nat'l 

Robert E. Wall, a member of the ex- 
ecutive board of Insurance Agents In- 
ternational Union, has joined the Field 
agency of Lincoln National Life at 
Springfield, Ill. Mr. Wall was a dele- 
gate at a meeting in Chicago in 1950 
when the union received a charter from 
AFof L. 





e Franklin Life’s Chicago division, 
headed by F. J. Budinger, had its best 
production month in March, the $2,- 
235,236 volume representing an in- 
—_ of 50% over the same month in 
1953. 
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The GOLDEN RULE COMPANY 


PACKAGED TRAINING PLANS. New! Amaz- 
ingly simple! Easy to use! A quick 
money-maker for new or old agents! 


Agency Building 
Opportunities in: 





THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Ben F. Hadley, Vice-Pres. & Sup’t of Agents 
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CALIFORNIA 





IND. & NEB. 


A Panelists Weigh Tax Snags, Sales Angles of 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 




















RON STEVER and COMPANY 


CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C.P.A. 


Los Angeles and San Francisco 


GA. VA.-N.Y. _ 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 














MISSOURI 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 




















NEW YORK 





Employee Benefit Plans 
Atlanta ¢ Richmond ¢ New York 


ILLINOIS 

















Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 





CARL A. TIFFANY & CO. 

















CONSULTING ACTUARIES 
211 West Wacker Drive 


OKLAHOMA 





CHICAGO 6 
Telephone FRanklin 2-2633 














Harry S. Tressel & Associates 


Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinois 





W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 











Telephone FRanklin 2-4020 








Harry S. Tressel, M.A.1.A. Wm. H. Gillette, C.P.A. 
M. Wolfman, F.S.A. 
M. A. Moscovitch, A.S.A. 


W. P. Kelly 
Robert Murray 








PENNSYLVANIA 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Certified Public Accountants 
M. F. BRENNAN, M.C.A. 
A. S$. BOYD, JR. — KENNETH CAMDEN, C.P.A. 
Telephone FRanklin 2-3863 
135 S. La Salle St. Chicago 3, Ill. 








FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 


THE BOURSE PHILADELPHIA 
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Sales Ideas That Work 





Business Insurance at New Orleans Congress 


Business insurance monopolized the 
1954 sales congress at New Orleans 
sponsored jointly by the Louisiana 
and New Orleans Life underwriters as- 
sociations. 

William D. Davidson, agent of Equi- 
table Society at Chicago, warned of the 
potential obsolescence of the close cor- 
poration which faces numerous tax 
problems. A. Jack Nussbaum agent of 
Massachusetts Mutual at Milwaukee, 
encouraged the audience to talk up 
business life insurance to “literally 
hundreds of thousands of small busi- 
ness men who are waiting for us to 
call on them.” 

Mr. Davidson said the “U. S. tax 
spells death to many firms.” Values of 
stocks differ, the owner giving one val- 
ue, the executor another, and the com- 
missioner of internal revenue still 
another. In one decision, he said, the 
value determined by the commissioner 
differed by as much as $328,000 from 
the value given by the executor. 

He used a questionnaire form to ex- 
plain the problems of a close corpora- 
tion, the most vital ones being how to 
continue the business as a going con- 
cern for the benefit of surviving stock- 
holders, and how to give the heirs of 
the deceased stockholder a fair rate 
of income on their stock. He asked if, 
in the case of the purchaser of busi- 
ness insurance whose associates pre- 
decease him, the heirs become active 
stockholders, would the change in 
management cause a loss in the sur- 
viving partner’s income? If he could 
buy the stock from the heirs, would 
he feel that his own stock would be 
better secured? 

To be considered for the benefit of 
the heirs if the purchaser dies first are: 
Will salaries and bonuses be re- 
duced so that the heirs will have a 
larger dividend? Will the firm produce 
a larger income if the deceased’s family 
was active in management? Would the 
heirs be better off if they sold the stock 
at a fair price for cash? 

“The only reason why some life un- 
derwriters hesitate to talk business life 
insurance is that they seem to feel 
that it is entirely too technical,” said 
Mr. Nussbaum. It is the attorney’s 
job, he said, to work out the tech- 
nicalities. The agent’s job, first, is to 
create the interest and then provide the 
required cash through the use of life 
insurance. 

In order to be of real service, he said, 
the agent should know the type of 
prospect he is going to approach. Most 
of the small corporations were organ- 
ized by men of very limited means, and 
while they are considered successful in 
their particular field, most of them 
never heard of a stock purchase plan 
or a stock retirement plan. Their prob-. 
lems deal with daily activities and they 
are mainly interested in making prof- 
its, giving little thought to the possi- 
bility of dying before their partners do. 

“Our approach,” he said, “must dis- 
turb the thinking of our prospect. 
Since he always pictures himself as 
outliving his partner, it is our job to 
uncover for him the living problem 
that he is going to have to face when 
his associate dies. To get the best re- 
sults we should qualify our prospect 
and know as much as we can about 
him and his business.” 

In approaching the small business 


prospect, or any other prospect, Mr, 
Nussbaum suggested that an agent 
write out his sales talk in advance of 
the interview. It is far better to use lay- 
man’s language in describing benefits 
than to confuse a prospect and perhaps 
lose a customer with unusual termin. 
ology. The agent should sell ideas, he 
said, not the policy. 

Robert C. Gilmore, Jr., agent of Mu- 
tual Benefit at Bridgeport and presj- 
dent of NALU, was honored at the 
luncheon session. He stressed devotion 
to association work and said members 
gain greater returns in success and 
satisfaction for their honest efforts. 

Other speakers at the congress in- 
cluded C. L. O’Quinn, assistant genera] 
agent of Aetna Life at Laurel, Miss, 
who cautioned agents against starting 
out in the business unless they are sure 
of where they’re going and what they 
want to accomplish. 

Charles A. Taylor, president of Life 
of Virginia, said the freedom of Amer- 
ica is open to attack from within as 
well as from without. Salesmen fight 
this battle by constantly opening new 
markets. The salesman, in life insur- 
ance as well as in other fields, is the 
key to freedom, he said. 

Harry J. Syphus, general agent of 
Beneficial Life at Salt Lake City, was 
scheduled to speak but was unable to 
attend. 








Panel to Treat Benefits 


for Retired Employes 


NEW YORK—The insurance con- 
ference of American Management 
Assn., at Hotel Statler, New York City 
May 24-26 will include a panel dis- 
cussion on continuing benefits for re- 
tired employes. This will be the morn- 
ing of May 26. An actuary will review 
the various approaches taken by dif- 
ferent employers to this type of cov- 
erage, explaining how they are at- 
tempting to control the soaring cost 
of these benefits as the number of re- 
tired employes increases. 

This panel is the only event on the 
progam dealing with matters of life 
company interests. 





Best Quarter for Great-West 


Great-West Life had new business 
in March of $30,711,170 bringing the 
year’s total to $101,215,540, a $6% mil- 
lion increase over the previous high for 
any other first quarter. 

Rodolphe Simard, Quebec, with 
$282,512, was the leading producer in 
March and the Chicago agency, headed 
by Earl Schwemm, led all branches 
with $2,082,331. 





Reserve Has Sales Parley 


Several new package sales plans 
were explained at the annual sales 
convention of Reserve Life of Dallas. 
These, as well as other company plans 
for 1954, were discussed by G. E. Gad- 
ness, vice-president in charge of life 
ones. and other home office offic- 
cials. 





e Los Angeles life agency cashiers at 
their March meeting heard a discus- 
sion of service to the agent, broker and 
policyholder. Speakers were Miss Ruth 
Haine, Northern Life; Miss Mary 
Bardsley, John Hancock, and Mrs. E. 
B. Nettleton, Connecticut Mutual. 
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National, Vt., Runs 
Sales Talk Contest 
at Florida Rally 


A sales talk contest. in which each 
of 14 agents were allowed six min- 
utes to deliver “a sales idea that has 
clicked for me”, highlighted National 
Life of Vermont’s 1954 Leaders Club 
conference at Hollywood Beach, Fla. 
Raymond H. Sponberg, Minneapolis, 
was the winner. Harold T. Bellis, Seat- 
tle, John H. Stuhr, Cedar Rapids, and 
Albert J. Emanuel, Manchester, Vt., 
finished in that order. 

Nearly 500 attended, of whom 200 
were agents who had qualified as 
guests of the company because of sales 
volume. 

President Deane C. Davis said that 
like a person. a company has a defi- 
nite personality, shaped by the place 
and time of its origin, by the character 
of its founding and later, by the kinds 
of people who make up its leadership 
in the home office and in the field. 
“After you learn about your company,” 
it is necessary for you to try to under- 
stand it,” he said. “Further, we still 
need inspiration. We at the home office 
recognize the hard job of selling and 
the talent it requires—the need for 
rugged personalities, a high degree of 
integrity, the intellectual capacity, the 
need for continual drive, the demand 
for patience and persistency.” 

Other home office speakers included 
Cc. V. Shepherd, agency vice-presi- 
dent, Walter G. Nelson, general coun- 
sel, David F. Hoxie, associate counsel, 
Arthur C. Kerin, assistant director of 
selection, and L. Douglas Meredith, 
executive vice-president and finance 
committee chairman. 

Speakers from the field included 
Merrill W. MacNamee, Chicago, Fran- 
cis T. Fenn, Jr., associate general agent 
Hartford, Warren H. Bearden, Atlan- 
ta, Edward M. Cavaney, Manchester, 
Richard N. Craig, Kansas City, Eugene 
C. DeVol, Philadelphia, Richard M. H. 
flarper, Jr., Boston, John L. Helm, 
Louisville, Karl H. Schmidt, Cleve- 
land, and John B. Walters, Cedar Ra- 
pids. 

Karl G. Gumm, superintendent of 
agencies, was conference chairman. 


Durham Promotes Johnson 


to Home Office Manager 


Reuben J. Johnson has been named 
agency manager at the home office of 
Durham Life, succeeding Harold D. 
Coley. Mr. Johnson has been with the 
company 24 years as agent, staff man- 
ager, district manager and division 
manager. 


‘Regionnaire’ Rally Dates 


Aetna Life’s “corp of regionnaires,” 
composed of outstanding 1953 produ- 
cers, will open its 1954 meetings June 
6-9 at Roney Plaza hotel, Miami 
Beach, for members from the south 
and southwest. Western representatives 
will convene June 17-20 at the Sun 
Valley Lodge, Sun Valley, Idaho. Two 
meetings will be held for eastern and 
central members, the first at the 
Greenbrier hotel in White Sulphur 
Springs, W. Va., June 30-July 3, and 
the second at the Greenbrier July 4-7. 





e Dr. Festus M. Cook, president of 
Snead college at Boaz, Ala., Sep. 1 will 
join Guarantee Savings Life of Mont- 
gomery, Ala., as vice-president and di- 
rector of public relations. Dr. Cook has 
had a long educational and religious 
career, and has headed Snead college 
for 12 years. 
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... Our best year — 
Our insurance in force has increased, 
bringing the benefits of life insur- 
ance to an ever widening circle of 
friends. We are proud of our sound 
management which has led to our 


solid growth. 


BENEFICIAL LIFE 
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David O. McKay, Pres. 


No. 3 in a series of 
father-son combinations 
in the 
Modern Woodmen 
Agency Force 
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Salt Lake City - Utah 








BOB HOUGHAM 


Bob Hougham, Normal, Illinois, began his career 
with the Modern Woodmen Agency group as a 
District Manager, January 1, 1950, and has served 
successfully in that position since. Son of State 
Manager Hougham, Bob's production gained him 
membership in the Century Club—top 50 producers 
—his first two years with the Society. Writing a 
good class of business, he has also met with much 
success in training and working with new agents. 








W. H. HOUGHAM 


W. H. Hougham, Bloomington, Illinois, has served 
as Southern Illinois State Manager since 1946, 
and under his direction his territory is always among 
the leaders in volume and premium income. For 
the past four years Southern Illinois placed first in 
premium income—first in volume in 1951 and ‘52 
and second in 1950 and ‘53. “Hersch” joined 
the Society's Agency force in 1933, serving capably 
as a District Manager for the following 13 years. 


Increased earnings and the opportunity to 
“get ahead" are built into the future of the 
Modern Woodmen agent. If you want a 
career with a future—one that will give 

you an opportunity fo use your talents to 
the fullest—there's a place for you 

at Modern Woodmen. 





(Est. 1883) Pag MODERN 
PROTEcTiy) © WOODMEN 
{Cut OF AMERICA 





ROCK ISLAND, ILLINOIS 
Assets exceed $181,000,000 
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well-balanced 


-balanced company is, we believe, a company 


. . whose financial position is strong 
. whose geographical market embraces a 
balance of metropolitan, town and rural 


areas 


. whose policy contracts include all funda- 
mental coverages... 


a company 


. whose contributions to its industry have 
been recognized as outstanding 

. .. whose growth has been steady and uniform 
. whose size is sufficiently large to assure 
confidence and prestige 

. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA ¢ 


PENNSYLVANIA 

















ESTATE PLANNING 


Vital to any estate plan is the life insurance 
program. Quick, sound, a business-like way 
of providing liquid funds for meeting ex- 
penses of settling an estate, without sacrific- 
ing valuable assets; as well as a practical 


means for building a retirement income for 


the individual. 


You, as a life underwriter, play the leading 
role in the drama of estate building. Through 
your efforts, your insistence, an estate can 


be provided without delay. Interested? You 


will find it pays to be friendly with — 


Frankfort 


“The Friendly Company” 


PEOPLES LIFE INSURANCE COMPANY 


Indiana 


Opposed by AMA as 


Socialistic Move 


WASHINGTON—The American 
Medical Assn. went on record in its 
testimony before the Wolverton com- 
mittee this week as opposing the ad- 
ministration’s health reinsurance bill, 
calling it a possible opening wedge for 
socialized medicine. 

Dr. David B. Allman, chairman of 
the AMA legislative committee, de- 
clared that the plan would not fulfill 
its purpose and “may, in fact, inhibit 
the satisfactory progress which is now 
being made by voluntary health in- 
surance companies.” 

Dr. Allman cited the “enviable rec- 
ord” of voluntary insurers and men-. 
tioned specifically their entry into ma- 
jor medical. As for the indigent, he 
said the AMA believes that if medical 
care problems cannot be solved by 
individuals or their families the re- 
sponsibility should be assumed by the 
local and state government. He also 
contended the bill would give too much 
power to the secretary of health, edu- 
cation and welfare. 

Chairman Wolverton asserted that 
health insurance at present “does not 
cover the situation” but that he had 
not given up hope that the AMA could 
sit down with the insurance and social 
groups and reach a practical solution 
to the problems involved in the bill. 
He took a crack at policies that don’t 
live up to expectations when needed 
and said “there must be protection 
against wild and extravagant claims.” 

Wolverton offered a list of 10 ques- 
tions for the AMA to consider “with 
mature thought.” One question was, 
“Should policies which are cancellable 
at the discretion of the carrier be re- 
insurable?” 


List Leading ‘53 Producers 


for Occidental, California 


Occidental Life of California’s agents 
racked up a new series of records in 
1953. 

Frank J. Longo, C. L. DeVries & As- 
sociates, Los Angeles, was premium 
production leader and ranked seventh 
in volume with $1,485,475 paid for. 
General Agent Charles J. Underell, 
with the Miller-Underell agency, Lon- 
don, Ont., led in volume production 
with $2,011,979. Peter Beimers and 
Harry Van Setten, also with Miller- 
Underell agency, took first and second 
place in A&H sales with $10,819.31 of 
new paid premiums. 





Has Policy Rule Changes 


General American Life now will 
consider ordinary life risks on sub- 
standard children between ages one 
and 15. 

The company also has simplified its 


sary for the policyholder to send his 
policy to the home office to effect 
change. 

Except in unusual cases, all the poli. 
cyholder need do is to fill out a simple 
form in duplicate, forward it to the 
home office, and he will receive back 
one copy, indicating the company’s ac. 
ceptance, for filing with his policy, 





Zobler Manager of Home 
Life's New N. Y. Agency 


Home Life of 
New York has 
named Morley M. 
Zobler manager of 
its new agency at 
40 East 34th street, 
New York City. He 
joined MHome’s 
New York-Oshin 
agency in 1945 and 
became _ assistant 
manager there in 
1949. He has been 
an editor of Fore- 
runner, publica- 
tion of the New 
York CLU chap- 
ter. 





Morley M. Zobler 





Jefferson Standard Suit 


Getting Big News Play 


DURHAM, N. C.—Preliminary 
questioning in the suit of Mrs. Alber- 
ta Jernigan, widow of a Dunn, N. C, 
merchant reportedly drowned, against 
Jefferson Standard Life, which has 
resisted payment of the death claim 
pending investigation into the cir- 
icumstances of the “disappearance”, 
has been receiving extensive cover- 
age in local newspapers. The Durham 
Herald for two consecutive days, has 
had stories with three-column and 
five-column spreads. 





Miller Agency Is Life 


of Va. 3-Time Leader 


The J. Jerome Miller Chicago agency 
of Life of Virginia led the company in 
ordinary and premium volume for the 
third successive year in 1953. This re- 
sulted from a 25% increase over 1952. 
The Miller agency has had yearly gains 
since it was established in 1950. 





North Cal. Leaders Choose Hale 


Jay Hale, Mutual Life, is the new 
president of Leading Life Insurance 
Producers of Northern California, an 
affiliate of San Francisco Life Under- 
writers Assn. 

Hilburn M. Chesterman, Penn Mu- 
tual, is vice-president, and Brice E. 
Fulghum, Pacific Mutual, secretary. 





Foosaner N. Y. Speaker 

Life Supervisors Assn. of New York 
City’s meeting April 13 at Hotel Mar- 
tinique will feature a talk by Samuel J. 
Foosaner of Foosaner & Saiber, New- 
ark tax counsel. 


GLOBE LIFE INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 


COVERAGES—Ages 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J 





ALEXANDER, PRESIDENT 
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1,000 Indiana Agents 
Hear Caravan Talks 


The future of a career doesn’t lie 
within the job; it lies within the per- 
son, James E. Rutherford, vice-presi- 
dent of the Chicago regional home of- 
fice of Prudential, told more than 1,000 
agents as the closing speaker for the 
Indiana Assn. of Life Underwriters 
three-day sales congress. 

“Attitude” rather than work alone, 
talent alone, the merchandise, territory, 
knowledge, or aptitude is the key to 
underwriting success, Mr. Rutherford 
declared. 

Other speakers on the program, in 
charge of James O’Neal, manager 
Great-West Life, Indianapolis, were 
R. L. McMillon, Business Men’s Assur- 
ance, Abilene, Tex.; Mrs. Elsie Doyle, 
Union Central, Cincinnati, an NALU 
trustee, and Louie E. Throgmorton, 
vice-president Republic National Life. 

Caravan stops were made at Evans- 
ville, Indianapolis and Elkhart. 

Mr. McMillon detailed his entire 
operating procedure, which evolved 
after his general agent had told him 
he should leave the business and he 
had asked for one more chance. His 
procedure is keyed to service and “let- 
ting people know you are always 
around.” 

Particularly important, Mr. McMil- 
lon declared, is keeping in touch with 
policyholders. He recommended a 
“thank you” note after the application 
is signed, birthday cards, anniversary 
cards, and age-change reminders. The 
speaker’s sales process combines life 
and A&H into one sale, “income insur- 
ance.” 

“Remember,” Mr. Throgmorton 
pointed out, “that the prospect is more 
afraid of you than you are of him; so 
learn to overcome your own fear as 
well as easing his. 

Mrs. Doyle stressed attitude as all 
important, declaring “You must have a 
burning conviction that life insurance 
is the most valuable possession in the 
country.” 

Both Mrs. Doyle and Mr. Rutherford 
stressed the importance to the life un- 
derwriter of goals. Mrs. Doyle urged 
working for goals rather than quotas, 
and Mr. Rutherford urged breaking 
down goals to a weekly instead of an- 
nual basis. 





Scott Is General Agent 


for National Equity Life 


National Equity Life has appointed 
Clyde Scott general agent at Smack- 
over, Ark. A former All-American at 
University of Arkansas, he was an 
Olympic star and later a professional 
football player for the Philadelphia 
Eagles. 





Lineberger to New York 


Frederick L. Lineberger, head of 
Metropolitan’s Spartanburg, S. C., of- 
fice, has been promoted to field train- 
ing instructor of the southeastern di- 
vision, with headquarters in New 
York City. 





More Jefferson Nat'l Gains 


First quarter results indicate 1954 
Sales of new life insurance will be more 
than 50% ahead of any previous year 
for Jefferson National Life. 

January production was 50% ahead 
of that for the same month of 1953; 
there was an 81% gain in February and 
March production rose 69%, making it 
the second best month ever for the 
company and also the 15th consecutive 
month that the volume of life sales 
exceeded that of the corresponding 
month in the preceding year. 
Jefferson National will celebrate its 








15th anniversary in May and it ap- 
pears the company will attain its goal 
of $100 million of life insurance in 
force by that time. 





e New paid February production of 
Equitable Life of Iowa was $9,570,713, 
a 4.4% gain over the same month a 
year ago. The F. A. Smart agency at 
Detroit led all agencies for the month. 


Anderson in L. A. Agency Post 

Harry A. Anderson, A&H regional 
supervisor in the Occidental Life of 
California home office, has been named 
supervisor of the company’s DeVries 
agency at Los Angeles. 

Before joining the company in 1951 
he was for two years director of A&H 
production for American Casualty and 
for six years production manager of 


the professional group division of Con- 
tinental Casualty. An air force veteran, 
he currently is 1st vice-president of Los 
Angeles A&H Underwriters Assn. 





e Southwestern Bankers Life of Cor- 
pus Christi has opened a regional of- 
fice at Tyler, Tex., with M. H. Benton, 
Sr., as regional manager. 





For The Second Consecutive Year 
The Men Of The Life Of Virginia 
Lead The Nation... 
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HARTFORD CONN 3 


CHARLES A TAYLOR PRESIDENT LIFE INS CO OF VIRGINIA 
RICHMOND 


f@ WESTERN UNION & 4: 


195 FEB 3 PM 5°50 


FOR SECOND CONSECUTIVE YEAR LIFE OF VIRGINIA PER MAN 
1953 PAID FOR ORDINARY PRODUCTION BY COMBINATION AGENCY 
FORCE WAS HIGHEST AMONG LEADING U.S. COMBINATION 
COMPANIES HEARTIEST CONGRATULATIONS 


CHARLES J ZIMMERMAN MANAGING DIRECTOR 
LIFE INSURANCE AGENCY MANAGEMENT ASSOCIATION 
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We Are Proud Of The Men 


Who Set This Record ! 


THE LIFE Cescronce Company 


OF VIRGINIA 








RICHMOND » ESTABLISHED 1871 











EC. WOLLER « $2,015,331 
IT TAKES LOTS OF “KNOW HOW” TO BE A MILLIONAIRE 
“KNOW HOW” BY THE AGENT... . “KNOW HOW” BY THE COMPANY 


CENTRAL LIFE ASSURANCE 





W W GODFREY « $1,041,660 


COMPANY 





C. F. EDWARDS « $1,005,629 
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celebrating 


25 Years of service! 


with life insurance in force exceeding 


$536,000,000.00 


PLUS: One of the most advanced 
agent’s training programs in the 
nation.. Supervised offices.. 
Trained Group men to assist 
agents.. An alert Underwriting 
and home office staff .. Top com- 
missions .. Company outings .. 
App-A-Week clubs and agent 
contests ... the finest insur- 
ance plans. 


REPUBLIC NATIONAL 


LIFE INSURANCE COMPANY 








Theo. P. Beasley, President Home Office, Dallas 























Over 
$1% Billion 
Insurance in Force 


Says “My Company’s new Planned Protection Service Man- 
ual is terrific! In addition to providing the ultimate in pro- 
gramming technique, the Manual has made it possible for my 
associates and me to increase our average size app to $11,066. 
It’s perfect for program presentations—ANOTHER JEFFERSON 
STANDARD PLUS.” 


JEFFERSON STANDARD 


Life Insurance Company 
GREENSBORO, NORTH CAROLINA 





National Field Club 
Hears Hale on Sales 


So much is happening in business 
and farm communities that possibili- 
ties for insurance nearly spring at the 
salesman, Stanton G. Hale, vice-presi- 
dent for sales of Mutual Life, said in 
the last of a series of regional meetings 
of the company. He spoke at the west- 
ern division of National Field Club at 
Colorado Springs. 

Officials taking part were Roger 
Hull, executive vice-president; An- 
drew C. Webster, vice-president for 
selection; Richard J. Learson, vice- 
president for office operations; Dr. 
Richard L. Willis, chief medical direc- 
tor; J. M. Wickman, manager of the 
A&H department; E. C. Danford, as- 
sistant manager of sales; Ward Phelps, 
director of field relations; and Richard 
B. Thompson, director of sales de- 
velopment. 

The market has been affected by the 
shifting of population to suburban 
areas which has increased the demand 
for utensils and clothing for living 
out-of-doors and, therefore, has broad- 
ened the market for insurance. 

“The developments in industries ex- 
emplify the big changes taking place 
in our economy,” he said. “They un- 
derscore the importance for the field 
underwriter to keep abreast of chang- 
es in his own community and how they 
affect the market for his products.” 





Englesman Schools to Be 


Pa. Caravan Congress 


The Pennsylvania Assn. of Life Un- 
derwriters caravan sales congress this 
year will consist of a series of one- 
day schools conducted by Ralph G. 
Engelsman, New York City sales con- 
sultant and agent of Penn Mutual 
Life. 

The sessions will be April 19 at 
Fort Stanwix hotel, Johnstown; April 
21 at Franklin & Marshall College, 
Lancaster; April 22 at the Woman’s 
Club in Reading, and April 28 at the 
YWCA auditorium in Scranton. 

The following day Mr. Engelsman 
will conduct a one-day school at Buf- 
falo, N. Y., which will be his 30th in 
less than 14% years. He has addressed 
some 6,500 students in that time. 


Huber to Address Meets 


Solomon Huber, general agent of 
Mutual Benefit Life in New York City, 
will discuss practical prospecting point- 
ers at a luncheon meeting April 16 of 
Jacksonville (Fla.) Assn. of Life Un- 
derwriters, followed that evening by 
an address on selection, recruiting, 








———= 


teaching and training techniques at the 
general agents and managers confer. 
ence of that area. On April 20 jp 
Washington, D.C., he will talk at the 
Baltimore-Washington sales congress 
on new approaches to business insur. 
ance. 





Daniels Training Director 


for Cal-Western States 


William D. Daniels has been nameg 
director of education and training foy 
California-W est. 
ern States Life, 

Before joining 
Cal-Western ip 
1951, Mr. Daniels 
was with New 
York Life at Salt 
Lake City. From 
1948 to 1950 he 
was assistant dj. 
rector of the ip. 
surance marketing 
institute at Purdue 
University. While 
in that position he 
conducted training 
‘ schools for various 
life companies and was a staff member 
of the short courses on insurance con. 
ducted by the Kansas and Pennsylvan. 
ia Assns. of Life Underwriters at Penn 
State College in 1949. He is an air 
force veteran. 


W. D. Daniels 





Speakers Lined Up for 
Iowa Meeting May 7-8 


Speakers have been lined up for the 
annual sales congress of Iowa Assn. of 
Life Underwriters, to be held May 7-8 
at Waterloo. The association will hold 
its annual session the preceding day, 
and that evening there will be a genera] 
agents and managers banquet at which 
George A. Bennington, superintendent 
of agencies Penn Mutual Life, will 
speak. 

Addressing the sales congress will be 
William T. Beadles, Illinois Wesleyan 
university; J. J. Gill, assistant vice- 
president Metropolitan Life; Frank M. 
See, general agent New England Mu- 
tual, St. Louis, and Louis P. Coop- 
mans, Equitable of Iowa, Moline, III. 


Fla. Assn. Elects Hoche 


Florida State Assn. of Life Under- 
writers has elected Philip A. Hoche, 
general agent Kansas Life, Orlando, 
national committeeman, to fill out the 
unexpired term of W. H. Holman, who 
died. Mr. Hoche is immediate past 
president of the state association. 








e Prudential has advanced Arthur H. 
Ferdinand to staff manager of the 
Peninsula district, San Mateo, Cal. An 
air force veteran, he has been an agent 
for the company at Vallejo, Cal. 
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The Strongest Still Stronger 


Gains made in 1953 give the Woodmen of the World a still stronger 
hold on its position as the world’s financially strongest fraternal 


The society's year-end statement shows: 


eee ewww ee 


Increase New Total 
Eee $ 4,440,098 $190,900,956 
Re ea $ 3,592,948 $147,625,928 
severe vines $19,752,000 $559,468,000 
cep 6,828 438,596 


ee 


RATE, 
‘ My, World's Financially Strongest Fraternal Benefit Society 


e 
3 WOODMEN :: WORLD 


sy LIFE INSURANCE SOCIETY 
Omaha, Nebraska 
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NEWS OF LIFE 


ASSOCIATIONS 





Harrisburg—Joseph H. Reese, general agent 
of Penn Mutual at Philadelphia, spoke. 


Lancaster, Pa.—-State Senator George N. 
Wade spoke on “The Underwriter Takes a 
Look at the Future.” 


Butler, Pa.—Edward O. Miller of Miller, 
Morgan & Co., local accounting firm, dis- 
cussed the importance of life insurance from 
a CPA’s viewpoint. 


Lehigh Valley, Pa.—Claude Freed, divisional 
manager of Franklin Life at Philadelphia, 
spoke on sales ideas. 


Reading, Pa.—Miss Helen M. Thal, assistant 
director of the Institute of Life Insurance’s 
educational division, described the institute’s 
program and its application by local associa- 
tions. 









During the first two 
months of 1954, the Lu- 
theran Brotherhood Sales 
Force produced 


$12,457,235.00 


of new life insurance, is- 
sued and paid-for. This 
is a 

20% increase 


over the sales of new 
business for the first two 
months of 1953. 


Admitted Assets as of December 31, 
$84,329,974.21 


Life Insurance in Force February 28, 1954 


$489,673,603.00 


1953 
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Valuable Paper Wallets 


One or a Thousand 
Write for Brochure 
J. M. NEWMAN 


2328 N. Henderson Dellas, Texas 








World’s Only Recorder of its Kind 


WALKIE-RECORDALL 
8-LB SELF-POWERED BATTERY RECORDER 


@ AUTOMATIC UNDETECTED 
RECORDING up to 4 hrs 
oP ICKS UP WITHIN 

T RADIUS 

E ACTIVATED 

F-START-STOP 
*NO WIRES OR PLUGS 


jords noiselessly in or out of closed 
briefcase, containing hidden mike while 
walking, riding, flying. Conferences, lectures, 
Gictation, 2-way phone. Permanent, unalter- 
able, indexed recording at only 3c per hr. 
MILES REPRODUCER CO., INC. 

812 Broadway, N.Y. 3, N. Y. 
Dept. NUL 





















MANAGEMENT 
CONSULTANTS, 














O’TOOLE ASSOCIATES 

Management Consultants 

To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 











West Branch, Pa.—Albert J. Schick, Pruden- 
tial’s senior training specialist, discussed the 
life underwriter, key man of the community. 


York, Pa.—Albert Burns, president of Balti- 
more Life, spoke. The association voted to in- 
crease the number of directors from nine to 12. 


West Branch, Pa.—Leo Phillips., instructor in 
accounting at Lycoming College, discussed fed- 
eral taxes as related to life insurance. 


Battle Creek, Mich.—Higher standards of 
service and salesmanship are required at pres- 
ent because the American public is becoming 
much better educated insurance-wise than it 
was a generation ago, C. Lowell McPherson, 
director of training for Massachusetts Mutual 
Life, told a luncheon meeting. He said agents 
must be well grounded in facts and must be 
able to answer in the prospect’s favor the 
question: “Am I more concerned about my 
prospect and his problem than I am about 
myself and my problems?” 


Franklin County, Pa.—Harry E. Sowers, re- 
gional supervisor for Lutheran Brotherhood 
at Harrisburg, spoke on “This I Believe.”’ 


Wausau, Wis.—“Human Relations in Sales- 
manship” was the topic of Forster M. Cooper, 
Leadership Training Institute, Green Bay, at 
a luncheon meeting of the Wisconsin Valley 
association. 


Marshfield, Wis.—The Central Wisconsin 
Assn. heard a talk by Dr. M. D. Macht of the 
Marshfield Clinic on ‘‘Search for Security’’. 


LaCrosse, Wis.—Harold E. Kasch, general 
agent for Aetna Life at Milwaukee, addressed 
a luncheon meeting of the Western Wisconsin 
association. 


Newark, N. J.—Arwood Henderson, super- 
intendent of agencies of Aetna Life, spoke on 
“The Case Against Life Insurance.” 


Buffalo—William <A. Nixon, Jr., agent of 
Massachusetts Mutual at Rochester, spoke. 


Austin, Tex.—‘Simplified Selling’ was the 
topic of Eugene Whitmore, retired vice-pres- 
ident of Dartnell Corp. 


San Antonio, Tex.—Texas association Presi- 
dent H. T. Etheridge, Jr., Southwestern Life, 
El Paso, was the speaker. C, T. Crosby,, Amer- 
ican General Life, will serve as secretary as 
well as vice-president for the remainder of 
the year, filling the unexpired term of Jack 
Wigginton, who now is in Houston. 


Jackson, Mich.—A panel discussion on four 
phases of an agent’s work was held, with 
Robert E. Galdden, John Hancock, as moder- 
ator. Members were Garnett Lentz, Mutual 
Trust Life; Lester V. Harr, Prudential; Phillip 
Dillon, State Farm Life, and George Dobben, 
Columbus Mutual Life. 


Ottawa, Ill—Edson Chapman, Metropolitan, 
Chicago, president of the Illinois association, 
addressed the March meeting of the Illinois 
Valley association. 


Oakland, Cal.—As part of the northern Cali- 
fornia sales caravan, the Oakland-East Bay 
Assn, heard a panel discussion by Ray Ferris, 
New York Life, San Jose; Howard Lee, Phoe- 
nix Mutual, Oakland and Clemens I. Mong, 
Union Central, San Francisco. 

The week of July 12 the association will 
sponsor a course to be conducted by the Pur- 
due Marketing Institute. 


San Francisco—The date of the next meet- 
ing has been changed to April 20 when Hugh 
S. Bell, general agent for Equitable Life of 
Iowa at Seattle, will speak. W. W. Bullwin- 
kle, Guardian Life, has been named chairman 
of the nominating committee. 


Springfield, I11.—William E. North, northern 
Illinois manager of New York Life, Chicago, 
was the speaker. 


Columbus, 0.—Dr. Davis W. Gregg, dean of 
the American College of Life Underwriters, 
spoke. 


Toledo—“‘The Challenge of Change” was the 
topic of the March meeting speaker, Herbert 
C. Graebner of the Butler University College 
of business administration. 


Marshalltown, Ia.—Farmers have the same 
need for life insurance as others, are able to 
pay for it, and most of them are more willing 
to listen to the sales presentations today than 
in former years, Don Ross, merchandising 
manager of Successful Farming Magazine, told 
the March meeting. 


Shreveport—Robert C. Gilmore, Jr., agent 
for Mutual Benefit at Bridgeport and presi- 
dent of NALU, spoke. 


Winston-Salem—Charles E. Brewer, general 
agent of Mutual Benefit Life at Charlotte, 
spoke. 


Casco, Me.—Paul H. Troth, Jr., director of 
sales promotion for New York Life, addressed 
the southern Maine association. 


Dodge City, Kan.—The Southwestern Kansas 
association heard a talk by Maynard C. Willis, 
director of training for Farmers & Bankers 
Life. 


A Door Opener withan 


One of a Series of 
Messages on New Ways 
Midland Life Helps Field 4 

Men Increase Their 






Sales 


— Gnickonst 


Tyler, Tex.—More than 200 agents attended 
the east Texas regional sales congress, spon- 
sored by the Oil Belt, Piney Woods and Tyler 
associations. Speakers were Norval S. Pierce, 
Metropolitan, Houston; C. F. McSpadden, 
Southwestern Life, Electra; H. T. Etheridge, 
Jr., Southwestern Life, El Paso, president of 
the Texas association; Jerry Bell, Southland 
Life, Austin; Cecil W. Murray, Great Southern 
Life, Huntsville, and Collie C. Speakley, Aus- 
tin, Texas association, attorney. 


Yokomo, Ind.—Former Howard county cir- 
cuit Judge Forrest Jump told the Kokomo 
Assn. of Life Underwriters that less than half 
of local residents have adequate life insurance 
to offset federal and state estate taxes. 








/ 


/ 
ae Message +1 





--Unique, Result Proven! 


Yes, this is something distinctly different in 
Life Insurance selling helps. It’s copyrighted by 
our own staff—and result-proven by our field rep- 
resentatives. A quick way to spark a profitable 
interview! But it is nothing unusual for Midland 
Mutual Life! It is merely typical of the many 
unique sales aids Midland’s selling force has for 
boosting their sales—their income. And this spe- 
cial Home Office Cooperation extends to every 
phase involved in successful life insurance sell- 
ing. That’s why so many Midland men are regu- 


larly setting new records for themselves. 


If you’d like a “look” at this 
new way of “opening doors” 
and other points of our 
‘“‘field-building’’ methods 
we'll be glad to hear from 
you. There’s no obligation 
and it’ll be confidential. 
Write Russell S. Moore, 
Manager of Agencies. 





Watch for early appearance 
of Message #2 on 


‘‘Interest Stimulators”’ 


The MIDLAND MUTUAL Life Insurance 


250 E. Broad Street 


Columbus 16, Ohio 
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What 17 Companies Learned About A&H 


Within the last two to three years, 
17 of the largest, the most import- 
ant and in many ways the most repre- 
sentative life companies have com- 
menced the writing of A&H insurance. 
The decision of these companies to 
enter the disability field has caused 
considerable speculation as to what 
effect their writings will have on A&H 
insurance generally. It is conceded by 
everyone that these 17 companies, 
and many medium-size and small life 
companies that have gone into the bus- 
iness, will influence the thinking and 
the planning of most A&H companies 
to a degree that has not as yet been 
determined. It seems obvious that the 
pattern established by the 17 large 
life companies and the experience that 
the planning of most A&H companies 
have done, are responsible for the 
great interest by all of the companies 
in the disability field. 

Because this is true, we have found 
it interesting to learn from the home 
office officials and field representa- 
tives of these 17 companies some- 
thing of what their experience has 
been, what unanticipated problems 
they have encountered, and what their 
reactions to various aspects of the 
accident and health business have 
been. 

It must be recognized at the outset 
that the experience and results of these 
17 companies have not necessarily 
been uniform, but they are suffi- 
ciently similar to justify several ob- 
servations that might be said to be 
applicable in greater or lesser degree 
to all 17 of these big life companies 
that have been accumulating some 
know-how in the writing of A&H. 

First it may be remarked that the 
premium volume of nearly all of them 
has been smaller than when the plans 
for writing A&H were formulated. 
Most of them overestimated the first 
or second-year premium volume. Sev- 
eral companies expected their agents 
to be much more excited about being 
able to write A&H for the company 
in which they had been previously 
writing only life insurance than the 
agents in general turned out to be. 
These 17 life companies are _ so 
large that the A&H premium volume 
of every one of them has been large 
enough to be impressive, but it has 
nevertheless not been up to original 
expectations. 


It was found, for example, that 


many agents simply were not inter- 
ested in writing A&H. They had writ- 
ten only life business in the past. They 
were not attracted to A&H. On the 
other hand, there were a number of 
agents that had good A&H connections 
with other companies before their 
own life company began writing A&H 
and it has been found difficult to 
eliminate their old A&H associations. 
But the longer such life companies are 
in the A&H business the more willing 
they are finding their agents who had 
previously been placing their business 
elsewhere to switch it over. With the 
passing of time it is felt that the 
agents of these big life companies 
will give their A&H business to their 
life company rather than to broker it. 

Several of these companies report 
that a surprising number of their 
agents got off on the wrong foot by 
writing poor, unacceptable A&H bus- 
iness rather indiscriminately without 
any effort at selection and seemingly 
almost wherever they could. During 
the initial stages this resulted in a 
high rejection rate with some of these 
companies and made them see the im- 
portance of giving their life agents the 
fullest kind of education in the writ- 
ing of disability risks. They had to 
teach their agents that there is as 
much underwriting and as much selec- 
tion to be done in the writing of A&H 
insurance as there is in writing life 
insurance. 

This is a lesson that many agents 
learned slowly and some with reluc- 
tance and resentment. Apparently 
these thought that they could pile up a 
quick income by writing an A&H 
policy on just about anybody they 
might encounter. They appeared to 
believe that the strict selection rules 
applying to life insurance did not 
have to be followed in going after 
A&H policies. In some cases this caused 
controversy and _ dissatisfaction but 
for the most part this was merely an 
early phase of the companies’ experi- 
ence that is often present when any 
insurance company starts to write a 
coverage that has not been accepted 
previously. 

All of the 17 companies are con- 
vinced that their names have been 
helpful to their agents in getting bus- 
iness. It happens that these companies 
are well and favorably known to the 
general public. Each one of them has 
been advertising-conscious and all 


have advertising in nationally circulat- 
ing magazines. Prospects know their 
names, respect them and the agents of 
all of them have reported that they 
have obtained most of their interviews 
under favorable circumstances. 


Another point that has been men- 
tioned by all of them is that they have 
been gratified over the large percent- 
age of their business which has been 
written on old policyholders. This has 
been an experience which they pre- 
dicted they would have when they de- 
cided to go into the writing of A&H. 
They all believed that their agents 
could go to old policyholders and 
among them get started in the writing 
of disability insurance. This has proven 
to be the case. These companies have 
urged their agents to concentrate first 
on old policyholders and this is the 
course that most agents have followed. 
It has been encouraging to these com- 
panies to observe the willingness of 
old policyholders to go along with 
them in their new underwriting ca- 
pacity. 

It has been found at the home offices 
of these companies that there is noth- 
ing automatic or routine about under- 
writing A&H. It has been learned in- 
stead that there are numerous prob- 
lems attached to it that are not neces- 
sarily present in the writing of life 
insurance. In actual practice this has 
meant that the original underwriting 
setups made at life company home of- 
fices have had to be changed. It was 
found, for example, that the tempera- 
ments of some of the personnel were 
wrong, that a different approach was 
needed, that a different kind of cor- 
respondence is carried on and that in 
some respects at least the underwrit- 
ing of A&H is as different from life as 
the underwriting of, for instance, bur- 
glary insurance or some other form of 
property insurance might be. Some 
quick changes were made in home of- 
fice underwriting arrangements during 
the early months that these big life 
companies were getting their A&H 
experience and such problems have 
been pretty well worked out by now. 

Perhaps the most significant aspect 
of the business getting problem is the 
fact that companies of this type are 
not seeking mass volume. Generally 
speaking, they are offering only pol- 
icies of the better type, not the low- 
priced, restricted contracts. Pruden- 
tial, Provident Mutual and State Mu- 
tual are writing only non-cancellable 
business. Some of the others are of- 
fering non-cancellable contracts but 
will write the usual commercial forms 
as well, but all of them are under- 
writing their business carefully. They 
are not putting undue pressure upon 
their agents for volume, but they are 


after the preferred business in the 
same sense that they are seeking the 
preferred business in the life fielg 
This may be one reason why the 
growth of their A&H premiums has 
been slower than was expected at first, 
but it is also a reason why their under. 
writing experience has been rather 
better than average. 

In connection with this situation 
though it should be said that most of 
these companies are planning to put 
more pressure upon their agents for 
A&H business than they have been 
inclined to in the past. They feel that 
they have been going through a periog 
of trial and error but that they now 
have a much firmer grasp of all the 
problems attached to the writing of 
A&H business and they feel that too 
small a percentage of their agents are 
regular A&H producers. This is a sity- 
ation that most of them intend to 
remedy in the near future and pos. 
sibly this year by assigning quotas, by 
checking with their managers and 
general agents regarding non-produc- 
ers of A&H business and in various 
ways stimulating the interest of their 
field organizations in general so that 
the final result will be that the average 
agent will be writing a _ reasonable 
volume of A&H in connection with his 
life production. 


PERSONALS 


President Norman O. Houston of 
Golden State Mutual Life of Los An- 
geles and Mrs. Houston were seriously 
injured in an automobile collision 
about 90 miles from San Antonio, Tex. 
Mr. Houston had been in the east on 
business and was driving a new car 
home. The collision was said to have 
occurred when another car swerved to 
the wrong side of the road. Mr. Hous- 
ton sustained leg fractures and Mrs. 
Houston suffered several fractured 
ribs. 











Margaret Divver, advertising man- 
ager of John Hancock, named adver- 
tising woman of the year by the Ad- 
vertising Federation of America, is 
chairman of the Boston 1954 Cancer 
Crusade, in which 10,000 women vol- 
unteers will participate. 


Walter O. Menge, president of Lin- 
coln National Life, has been appointed 
by Governor Graig as chairman of the 
Indiana commission to study public 
employes retirement funds. 


Carrol M. Shanks, president of Pru- 
dential, will receive the outstanding 
citizen award at Advertising Club of 
New Jersey at the luncheon meeting of 
the club April 15. 


Nl 
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DEATHS 


GEORGE ANAWALT of Indiana- 
polis, Life agent for 31 years and one of 
its most consistent producers, died at 
the age of 65. For 25 years of Mr. Ana- 
walt’s career he was among the com- 
pany’s top five producers. He led the 
entire field force in 1926, 1927 and 
1935. He was a member of the com- 
pany’s App-a-Week Club for 1,470 
weeks—more than 28 years—and had 
peen on its honor roll since 1938, the 
year of its organization. 


VICTOR E. PINKUS, 72, for 24 years 
Indianapolis general agent for National 
Life of Vermont, died in a hospital 
at Memphis, Tenn. Mr. Pinkus had re- 
tired as general agent in 1952 but had 
remained active in the business. Be- 
fore going with National Life, he was 
general agent for Northwestern Mutual 
Life at Indianapolis for about 10 years. 


JACK HANN, 52, president of Otis 
Hann Co., Chicago, was killed in an ac- 
cident on a ranch at Cave Creek, Ariz. 
Mr. Hann had been head of the firm 
since 1928, when he succeeded his late 
father, Otis Hann, the founder. A bro- 
ther-in-law, E. C. McDonald, is vice- 
president of Metropolitan Life. 


BENJAMIN H. GILBERT, 57, man- 
ager of Maplewood, N.J. for Metro- 
politan Life, died in Orange, N.J. He 
joined the company in 1921, was 
named manager of the Branch Brook- 
Newark district in 1929, and in 1952 
manager of the Essex county district. 


MRS. MARY MUNNERLYN AN- 
DERSON, 25, daughter of W. Ford 
Munnerlyn, vice-president and agency 
director of American General Life, 
died after several months’ illness. 


MICHAEL E. FITZGERALD, 58, 
Schenectady district manager for John 
Hancock, died. He was a past presi- 
dent of Schenectady Life Underwriters 
Assn. 


GEORGE R. WETTENGEL, 72, for 
50 years an agent of Northwestern Mu- 
tual Life at Appleton, Wis., died there 
after a long illness. 


F. J. McCarty Claim Chief 


Boston Mutual Life has appointed as 
manager of the claim department 
Francis J. McCarty, who has been 
claim manager for Craftsman Ins. Co. 
since 1950. From 1946 to 1950 he was 
an independent investigator and ad- 
juster, and before that was assistant 
superintendent at Boston for Pinker- 
ton National Detective Agency. 














Trophy to C. F. Hawley 


Charles F. Hawley, supervisor of the 
C. Carroll Otto agency of Mutual Bene- 
fit Life in Detroit, is the 1953 winner of 
the company’s “builder trophy,” 
awarded yearly to the man engaged 
in supervisory management duties who 
who accomplishes the most outstanding 
results in organization building. 


Good ‘53’ for Globe Life 


Globe Life of Chicago rounded off a 
highly successful 1953 with a gain of 
$504,960 in new business written, 
bringing the total in force to $40,309,- 
364. The latter figure also includes $2,- 
518,929 of reinsurance when the com- 
pany took over Inter-State Life. Assets 
increased to $903,403, and $341,251 was 
paid to policyholders in 1953. Total 
Premium income for the year was $1,- 
055,089, an increase over 1952 of $233,- 
io rate of interest earned was 

‘O. 


Speakers Are Named for 
Accountants Chicago Rally 


The midwest regional chapter of In- 
surance Accounting & Statistical Assn. 
is meeting April 9 at Chicago. 

Speakers on topics relating to life 
and A&H are A. J. Schnese, North 
American Accident; John Zahn, Wash- 
ington National; James Armstrong and 
Russell Wharrie, State Farm Life; 
Lawrence Smith, Mutual Trust Life, 
Jack Ellis and Joseph Glynn, Conti- 
nental Assurance, and E. C. Gollan, 
Washington National. 

Also on the program is James Brasie 
of Remington Rand. 





Pointer to Republic National 


Republic Na- 
tional Life has ap- 
pointed Curtis C. 
Pointer manager 
of its Permian Ba- 
sin Agency at Mid- 
land, Tex. The 
agency also has an 
office at Odessa. 

In insurance for 
24 years, Mr. Poin- 
ter has been a 
personal producer 
and acted as gen- 
eral agent. He isa 
past president of 
San Angelo Life 
Underwriters Assn. 





Curtis C. Pointer 





Walch Joins State Mutual 


State Mutual Life has appointed 
Kenneth K. Walch home office group 
representative at Philadelphia. An 
army veteran, he has had _ several 
years’ group sales experience with 
John Hancock. 





Life Men to Testify on SS 


M. Albert Linton, chairman of Pro- 
vident Mutual Life, will testify April 
14 at the House ways and means com- 
mittee hearings on social security as 
a friend of the committee. Asa Call, 
president of Pacific Mutual, will give 
the life insurance business’s views on 
the proposed legislation. 





e Charles A. Drake and Rudolph S. 
Kotras, leading producers in the Mil- 
waukee ordinary office of Prudential 
last year, have been named division 
managers. Both have been with the 
agency for about four years. 











[Sei es 


Outlives Mortality Table 


Albert Weiblen, 97, has outlived the 
mortality table on his Pan-American 
Life policy, purchased in 1912 from 
Louisiana National Life, which was 
sold to Pan-American that year. Presi- 
dent Crawford H. Ellis, left, gives Mr. 
Weiblen a check for $5,125, represent- 
ing the face amount of the policy plus 
one years’ interest, while Mrs. Weiblen 
looks on. Other company men who 
honored Mr. Weiblen at a luncheon in- 
cluded Edward G. Simmons, executive 
vice-president, Friend W. Gleason, 
vice-president and secretary, and Miss 
Po B. Macfarlane, supervisor for Lou- 
isiana. 


Litz to Ohio State Life 


as Roanoke General Agent 


Ohio State Life has appointed George 
W. Litz general agent at Roanoke, Va. 
The new agency, 
with headquarters 
at 511 Carlton Ter- 
race building, is 
the second for the 
company in Vir- 
ginia. 

Mr. Litz entered 
the business at 
Uniontown, Pa., 
following his dis- 
charge from the 
navy. He went to 
Roanoke about a 
year ago. He for- 
merly was with 
Provident L. & A. 

The new general agent’s father, J. G. 
Litz, was in life insurance business for 
30 years at Bluefield, Va., and he has 
two brothers now in insurance at 
Bluefield and Raleigh, N. C. 





George W. Litz 





e United Fidelity Life of Texas has 
increased its non-medical limits as 
follows: Ages 0-40, $10,000; 41-45, $7,- 
500; 46-50, $2,500. 





Minneapolis-St. Paul 
Phone Book Ready 


The National Underwriter Co. has 
just published its 1954 edition of the 
Minneapolis-St. Paul Insurance Tel- 
ephone Directory. Copies may be 
obtained for $1 each by ordering 
from the National Underwriter Co., 
420 East 4th street, Cincinnati 2. 











Spradley Now Commerce, Tex., V-P 

O. O. Spradley, in life insurance for 
40 years, has been named assistant 
vice-president of Commerce Life of 
Houston. Mr. Spradley formerly was 
with First American Life, Texas Pru- 
dential and Penn Mutual. 





Bankers Life & Casualty is given the 
credit as providing the inspiration for 
a public service television program in 
Madison, Wis., last week, emphasizing 
the employment of the physically 
handicapped. There was participation 
by the city officials, the newspapers 
and a number of businesses in promot- 
ing a special program entitled “The 
Madison Story” as a climax to an in- 
tensive campaign winding up a pro- 
clamation by the mayor of hire the 
handicapped day. 














our field forces 














for leadership 


To the 226 men and women who led 


our heartiest congratulations. 
membership in our President’s Club and 
attendance at the Club’s annual meeting 
at Boca Raton, Florida, is in recognition 


of their high standards of salesmanship. 


KANSAS CITY LIFE 
INSURANCE 


territory in 39 states and the District of Columbia 


this year, we extend 
Their 


COMPANY 
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Chicago Brochure 
on NALU Site 


(CONTINUED FROM PAGE 8) 
prove useful to NALU, is available at 
many other places in Chicago, the 
brochure points out. 

These include 19 other colleges and 
universities and more than 200 tech- 
nical schools; the Chicago public li- 
brary and the John Crerar library, the 
latter devoted exclusively to technolo- 


gy; the facilities of more than 1,900 
trade associations, including 27 in the 
insurance business, such as American 
Life Convention, Assn. of Casualty & 
Surety Companies, Federation of Mu- 
tual Fire Insurance Companies, H&A 
Underwriters Conference, National 
Assn. of Casualty & Surety Agents, Na- 
tional Assn. of Automotive Mutual In- 
surance Companies, National Assn. of 
Independent Insurers, National Assn. 
of Independent Insurance Adjusters, 








WANT ADS 








Friday in Chicago office—175 W. Jackson 


make payment in advance. 


Rates—-$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Blvd. 
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Individuals placing ads are requested to 








EXCEPTIONAL 


for two qualified men 
In SAN FRANCISCO and LOS ANGELES 


Leading and well established Life Insurance Company will employ 
Supervisors for Northern and Southern California - to work with 
present organization, recruit and train new men - Salary and Com- 
mission. This arrangement provides 50% graded commission PLUS 
$300.00 monthly salary, PLUS Bonus on new agency development, 
PLUS office facilities. Attractive Proposition to the right men - write 
in confidence and state fully age, background and experience. 


OPPORTUNITY 


Box Y-45, 

The National Underwriter Co. 
175 W. Jackson Blvd., 
Chicago 4, Ill. 








A & S SALES SUPERVISOR WANTED 


Well established, Mid-Western Life Insurance Company now entering the 
accident and sickness business has splendid Home Office opportunity for capa- 
ble man under age 40 who is qualified to develop educational and sales promo- 
tion material. Previous supervisory experience with a life company desirable 
since sales activities are to be integrated. Prefer man now located in Ohio, 
Pennsylvania, Indiana or Illinois but will consider others. 


Give detailed statement of experience, education, age, and other pertinent 
data. All replies will be treated confidentially. 


Address Box Y-40, 
National Underwriter 
175 West Jackson Blvd. 
Chicago, Illinois 











ACTUARY 


Actuary wanted for leading firm of pension 
consultants in New York City. Must be 
either an associate or fellow of Society of 
Actuaries or fairly close to achieving that 
status. Previous experience with pension 
plans preferred. Active stimulating posi- 
tion; excellent salary prospects. Give de- 
tailed background, references. Our own 
staff is aware of this ad. Replies confiden- 
tial. Address NY-44, The National Under- 
writer Co., 99 John St., New York 38, New 
York. 








GENERAL AGENCY 
OPPORTUNITIES 
One of the leading legal reserve old-line life 
compani as ings for general agents in 
Des Moines and Sioux City, lowa. Pension plan, 
group insurance, aang hereto and top com- 
missions. Write Box Y-I1, The National Under- 
~~ Company, 175 W. Jackson Bivd., Chicago 











SECURITIES ANALYST 

An opportunity with a future with a leading 
Southeastern Life Insurance Company. Age 25 
to 40, college graduate, with at least three years 
experience in Corporate and Municipal ond 
and Stock investments for a life company. Fu 
particulars as to qualification and expected 
salary. Address Box Y-31, National Underwriter 
yomnew. 175 West Jackson Boulevard, Chicago 
, Illinois. 











ACTUARY 
UNDER AGE 30 


Excellent opportunity for Fellow or Associate 
with rapidly growing medium sized eastern Life 
Insurance Company writing Ordinary, Group 
and Accident & Health. Write givin full par- 
ticulars to Box Y-47, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














MILITARY 
DISTRICT AGENTS 

Large Legal Reserve Stock Company licensed 
in over 30 States—World-wide coverage—No 
exclusion clause—Insures enlisted personnel—Top 
Commissions—Reply with full personal history 
and photo—Our Agents know of this ad. Write 
Box Y-48, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














12 MILLION PRODUCER 
Wants Management Opportunity! 


Ambitious, driving personal producer wants 
management or own general agency! Detroit 
vicinity (elsewhere if right)—Salary, bonus or 
over-write. Former Advertising executive with 
history of success. Wrote |/2 million 1953. Mar- 
ried. Write Y-49, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











National Assn. of Mutual Casualty 
Companies, and National Automobile 
Underwriters Assn. 

Among insurance publications in 
Chicago the brochure mentions THE 
NATIONAL UNDERWRITER, Accident & 
Health Review, Insurance Exchange 
Magazine, Accident & Health Under- 
writer, and American Insurance Di- 
gest. 

As for Chicago’s merits as a host 
city, the Chicago association brochure 
points out that an average of 1,000 con- 
ventions a year are held in Chicago, 
which is 35% more than are held in 
the runner-up city and 60% more than 
are held in a number of other central 
cities and that conventions held in 
Chicago “unfailingly attract a larger 
attendance than when these same 
groups meet elsewhere.” 





List Faculty for 
U. of Conn. School 


The life underwriting school sched- 
uled for the week of July 26 at Uni- 
versity of Connecticut at Storrs will 
concentrate on the business uses of life 
insurance. Faculty members of the 
school, which is being sponsored joint- 
ly by Connecticut State Assn. of Life 
Underwriters and University of Con- 
necticut, include C. L. McPherson, 
Massachusetts Mutual, Warner Halde- 
men, Penn Mutual, J. D. Herring and 
Paul Brower, NeNw York Life, Milton 
Young, New York City attorney, and 
H. P. Gravengaard, vice-president of 
the National Underwriter Co. and ex- 
ecutive editor of the Diamond Life 
Bulletins department. 





Pru Promotes G. W. Joseph 


Prudential has named George W. 
Joseph district group sales manager 
at Syracuse, succeeding Edward L. 
Carls, recently made manager at 
Springfield. Mr. Joseph joined the 
company in 1939 and has been district 
agent at Binghamton, N. Y., where, 
in 1953, he led the company during 
‘policyholders’ month.” 





Mass. Mutual Appoints Long 


Massachusetts Mutual has appointed 
Frank T. Long district group repre- 
sentative at New York City, where 
he will be associated with Group Re- 
gional Manager Neil Oliver. Mr. Long, 
a naval air corps veteran, has had ex- 
perience as a group representative and 
consultant. 





Honor Kiplinger in March 


Celebrating President’s Month in 
honor of Ralph E. Kiplinger, Guaran- 
tee Mutual Life of Omaha agents in 
March recorded a 25% increase in new 
paid business over that for the same 
month of 1953. The Anthony Novara 
agency at Detroit led all agencies and 
H. A. Derby, Dallas, with $200,000 of 
new paid life, topped all producers. 
The Stemsdrud agency, Minneapolis, 
was the A&H leader. ‘ 





S. W. Fidelity Buys Building 


Southwestern Fidelity Life, the new 
Houston company of which Sammy 
Baugh of football fame is president, has 
purchased the Austin building at 3217 
Montrose boulevard for a_ reported 
price of $675,000. 

The company was formed by South- 
western Fidelity Investments Co. of 
Houston and started operations last 
month with $300,000 capital and sur- 
plus. Lynus Harding, president of 
Southwestern Fidelity Investments Co., 
is chairman of the life insurer; Robert 
R. Duval, former senior examiner in 
the Texas department, is vice-presi- 
dent and secretary. 


Guaranty Union Takes on 


Constitution Industrial Lines 


The monthly premium life and A&H 
business of Constitution Life of Los 
Angeles has been transferred to Guar. 
anty Union Life, Beverly Hills, under 
a reinsurance agreement. 

The industrial business has been but 
a small part of Constitution’s activity, 
whereas Guaranty Union has embarked 
upon an extensive life and A&H indus. 
trial program. Included in the transfer 
are the agency appointments of Davis 
& Zachary and the Oxford agency, both 
of which become a part of the Guar. 
anty Union organization. 





Everett Is N. J. A&H Speaker 


New Jersey A & H Assn. has sched. 
uled Ardell T. Everett es the speaker 
for a meeting in Newark this week. Mr. 
Everett is vice-president in charge of 
accident and health for Prudential. 





e Great-West Life has named J. Brian 
McCarthy supervisor of the northern 
Indiana branch at South Bend. He 
started in the business last year. 





WANTED: 


A man to fill a newly-created Home 
Office position—a challenging job 
with unlimited opportunities; 


WANTED: 


A man to start right at the top with 
our 62-year old organization, with- 
out having to combat priorities, 
seniorities, nepotism and gradual 
advances; 


WANTED: 


A man of vision, courage, ability, 
and known-how—one with prova- 
ble record of accomplishment and 
experience to organize, direct, and 
implement our plans for expansion 
in the life and A & H field as our 


HOME OFFICE 
AGENCY DIRECTOR 


who will receive a very substantial 
guaranteed salary, a most liberal 
bonus, full expense reimbursement, 
and other valuable benefits; 


WANTED: 


Application from men, not over 50, 
who want to establish a permanent 
and highly profitable connection 
with a modern and progressive 
legal reserve fraternal benefit so- 
ciety—men who have been waiting 
for this ‘‘once-in-a-lifetime’’ oppor- 
tunity to reach the summit. Replies 
will be held in strict confidence and 
selected applicants will be inter- 
viewed. Write to 


pas Peter Suto, President es. 


AMERICAN LIFE 
INSURANCE ASSOCIATION 


Bridgeport 5, Conn. 
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Narrow Margins Shown 


Under Expense Limits 


(CONTINUED FROM PAGE 4) 

the companies had only three-quar- 
ters of a year in which to make use of 
the added margins, even assuming 
they were ready to utilize them to the 
full the moment they could legally do 
so. 
As a practical matter it took a lit- 
tle while to make the necessary 
changes and it was probably not until 
around the middle of the year that the 
companies that needed or wanted to 
make use of the additional leeway 
were actually doing it. As a result, the 
1953 margin percentages tend to be un- 
realistically large. 


Because of the relatively small num- 
ber of companies doing a group an- 
nuity business, the gains and _ losses 
from this type of business are not 
shown in the tabulation. By com- 
panies, the experience was as follows: 
Aetna Life $2,583,970; Bankers of Io- 
wa $306,539; Canada Life (U. S. 
branch) —$5,318; Confederation (U.S. 
branch) —$1,748; Connecticut Gen- 
eral $3,241,740; Continental Assurance 
$166,130; Equitable Society $20,974,- 
179; Farm Bureau $120,670; John 
Hancock $7,573,561; Loyal Protective 
—$2,205; Manhattan —$2,588; Massa- 
chusetts Mutual $494,843; Metropoli- 
tan $14,234,245; Mutual of New York 
—$129,309; New England Mutual 
—$224,254; New York Life —$207,- 
443; Paul Revere $108,239; Pruden- 
tial $13,418,422; State Mutual $296,- 
870; Travelers $163,194; Union Cen- 
tral —$3,502. Total $62,704,235. Total, 
1952, $71,322,757. 





Bigger, Better Benefit Plans 
Seen for 1954 


(CONTINUED FROM PAGE 3) 
addition, the long vesting period of 20 
years favors upper echelons, since top 
executives tend toward longer service 
and they’ll split the forfeitures of 
company contributions for participants 
who leave before that time. 

United Steelworkers’ plan, accord- 
ing to the Pay Ordinance, shows what 
to expect from a key pacesetter dur- 
ing the coming year. The present pen- 
sion agreement, signed in 1949, calls 
for $100 monthly retirement pay, in- 
cluding federal security. When this 
deal expires in October, 1954, the union 
will demand that benefits be increased 
to $150. Later, it will demand that 
company pensions be set entirely 
apart from federal benefits, so that 
workers rather than management will 
benefit from any increase in social 
security. 


Auto workers plans are another clue 
to what to expect on the benefit front. 
UAW is already talking in terms of a 
$230 a month pension. This, the au- 
thors comment, is “applesauce”. Two 
years ago it talked about a $200 pen- 
sion but last year settled with Ford 
for $137. By the same token, it is 
expected that the union will settle for 
far less than “asking price” next time. 
It will probably settle for $150, about 
the same as the steelworkers’ figure. 

But even this, they point out, will 
be a big problem for smaller compan- 
les to think about, and thinking will be 
necessary, as auto workers’ benefits 
traditionally filter down through all 
durable lines. 

Other benefits likely to be aired in 
1954 are pressure for increased death 
benefits for employes’ survivors, “vest- 
ed rights” pension clauses which would 


allow employes to take their pensions 
with them when switching from one 
firm to another in the same industry, 
and pension benefits that would con- 
tinue going to employes’ families for 
a while after death. 

“There is nothing hot on any of 
this,” say the authors, “but heavily 
organized industries will start hearing 
talk and others will feel pressure la- 
ter.” 





Pru Ordinary Managers 
Celebrate 25th Year 


(CONTINUED FROM PAGE 2) 
importance among all salesmen in this 
respect, by any economic reasoning. 
First, he sells security. When they feel 
secure, people are willing to go out and 
buy for their wants. Without that feel- 
ing of security on the part of buyers, 
the luxury part of our production capa- 
city could well go begging for cus- 
tomers. 

“Second,” he said, “the life insurance 
salesmen collect capital from myriads 
of small sources. This is money that 
might otherwise be frittered away or 
taken out of circulation and hoarded 
away. Through the salesman it be- 
comes active at work in our productive 
plant.” 


After a report on the growth of the 
ordinary agency department by Sayre 
MacLeod, vice-president in charge of 
ordinary agencies, in which he cited 
the ten year increase in production 
from $134 million to $597 million in 
1953, and in full time special agents 
from 355 to 1649, and the advancement 
in welfare benefit plans for agents, 
development of training methods, and 
improvement in sales promotion tools, 
Mr. Klingbeil, who is retiring in June, 
reviewed his 40 vears of service, show- 
ing how today’s manager can and 
should set goals for his entire business 
career and achieve them. 

Home office men in attendance in- 
cluded Pearce Shepherd, vice-president 
and actuary; Charles W. Campbell, 
vice-president in charge of the south- 
central operations; Frederick A. Sch- 
nell, 2nd vice-president, and execu- 
tive directors of agencies Howard A. 
Austin, Jr., north central home office: 
Donald A. Bishop, southwestern, and 
G. Carl White, western, and Charles 
Fleetwood, vice-president in charge of 
southwestern operations. 





Nat'l, Vt.. Sales Up 17% 


National Life of Vermont’s new paid 
business for the first quarter of this 
year totaled $42,169,943, up 17%, and 
annualized premiums amounted to $1,- 
828,537, up 12%. Sales for March were 
$14,984,202, and annualized premiums 
were $593,636, up 17 and 4.5%, re- 
spectively. The Chicago general agency 
_ first in sales volume for the quar- 
er. 





Advance Patch at Cleveland 

B. A. Patch, Jr., has been promoted 

to associate manager of Prudential’s 

agency at Cleveland. He will 
continue in charge of brokerage ac- 
tivities. 

Mr. Patch joined Prudential in 1930. 
He is a past president of Cleveland 
CLU chapter and of Cleveland Life 
Supervisors Club. 





lowa Leaders Meet April 11-12 


Towa Quarter Million Dollar Club will 
hold its annual meeting at Des Moines 
April 11-12. Speakers are N. H. Weiss, 
Mutual Life, Chicago; R. L. Swarzman, 
Equitable Society, Des Moines, and Dr. 
Henry G. Harmon of Drake University. 


Educational Seminar 
Will Focus Attention 
on Individual A&H 


Individual A&H is the theme of an 
educational seminar to be conducted 
by the Bureau of A&H Underwriters 
May 26-27 at the Biltmore Hotel, New 
York City. The seminar, for which 
Peter J. Burns, executive assistant of 


New York Life, is chairman, will fea- 
ture discussions on present trends in 
cancellable and non-cancellable, prob- 
lems in writing hospital expense, and 
the status of the major medical insur- 
ance experiment. 

The relationship of A&H to the prob- 
lems of agency management, medical 
matters, and the public are panel sub- 
jects, which will be followed by floor © 
discussions. 
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Now agents can make a good living right from 
the start. The Maccabees FREE direct mail 
prospecting programs open the door right 
where the insurance need exists. Agents are 
practically invited in to make a sale. 


All of our direct mail letters 
are free to our agents in unlimited quantities, 
including all postage costs! 


The Maccabees direct mail letters have 
been especially designed to fit mass appeal, 
high commission, “packaged” insurance 
plans aimed at specific markets. They have 
played an important part in the building of 
many of our new agencies. 


Our field expansion program has opened 

many excellent opportunities for rapid 
advancement. Write to Robert 0. Shepler, / 
Field Director, for complete information. —. » 


| 


INSURANCE SOCIETY 





(non-assessable ) 


E A. McCORD c. 


President 





Just What the Client Ordered! 


How many times has a prospective client said to you . 
“Why doesn’t your company come out with one policy to 
cover all my sickness and accident requirements?” 


NOW Illinois Mutual Casualty Company 
has a completely different 
ALL-IN-ONE POLICY 
Covering: © Lifetime benefits for total disability—accident © Five-year benefits 
for total disability—sickness, regardless of house confinement ¢ Hospitalization 
© Surgical benefits © Blanket medical expense (accident) © Travel accidents © Acci- 
dental death - - - A COMPLETE package of protection. 


Add this most salable policy to your sales portfolio. Territories open in: 
Illinois, Indiana, Ohio, Michigan, Minnesota, Missouri, and Wisconsin. 


Illinois Mutual Casualty Co. & 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. f) JED) | 


Cc. INMAN 
Exectuive Vice-President 
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DISTINCT SALES APPEAL 
eee WIDE RANGE COVERAGE 


A complete series of up-to-the-minute, liberal, low-cost policies—providing the finest 


coverage from birth—includes: 


PREFERRED Lire (Minimum $10,000. 


Very low net cost.) 


Business MEn’s (Minimum $5,000. 


2 year modified life.) 


Automatic CONVERSION TERM 
5 Year RENEWAL AND CONVERTIBLE 


TERM 


ApJUSTABLE Protection (Term to 65. 
Provides maximum protection for min- 


imum cost.) 


Famity Income anp Famity Prorec- 
tion Rivers ($10, $15, $20 units 
for 10, 15, 20 and 25 years.) 


RETIREMENT INcoME (Beginning at age 


55, 60 and 65.) 


Life 


JuveNnILe Pians (From Ordina 
death 


to Endowment at age 18. F 
benefits from birth.) 


ProcreEssivE Estate ($1,000 increases 
to $5,000 at age 21.) 


Annuities (Single and annual premium 
—deferred and immediate.) 


Savary Savincs PLans 

MortcaGeE REDEMPTION 

DisaBitity INcOME BENEFITS 

ACCIDENT AND SICKNESS POLICIES 
(Soon to be issued.) 

PARTICIPATING AND NON-PARTICIPAT- 
ING PLANS 


Watrer H. Huent, President « ArNnotp Bere, C.L.U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 





AGENCY OPPORTUNITIES in Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, North Dakota, Texas 








GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 


vidual family needs by the Praetorians . . . experienced 


in protective benefits for over 55 years. 


SINCE 1898 


THE PRAETORIANS 
Life 


DALLAS, TEXAS 








Does Your Agency Need 
More Working Capital? 


Want to Convert Your Interest 
to Cash..or Retire Completely? 


We're Interested in 
the Purchase of 
Part or Complete 
Ownership of Es- 
tablished Agencies. 





We're a responsible group of insurance exec- 
utives interested in extending our activities as 
silent or active partners in established life 
and/or A. & H. and Hospitalization agencies. 
We can contribute experience and/or capital 
to the growth of your agency. Or we can 
make it possible for you to withdraw some of 
your personal capital or retire completely. 
Write today in detail, state premium volume, 
type of business in force, number of agents 
employed, commission income, expenses, type 
of agency contract, etc. Al! replies held in 
strict confidence. Write care of Shaw & 
Schreiber, Inc., 1420 Walnut St., Phila. 2, Pa. 


NY Assn. Under New Plan 
(CONTINUED FROM PAGE 1) 
business and the policyholders. Con- 
tributions are presently being made 
on an informal basis until the NALU 

attitude is made entirely clear. 

There already exists the Insurance 
Federation of New York, which takes 
in both companies and field men, but 
its principal role is in connection with 
legislation of interest to more than one 
segment of the business and when it is 
strategically wise to present a united 
front. Most legislative work in which 
life people are interested, however, is 
handled by the State Life Underwrit- 
ers Assn. and the Life Insurance Assn. 
of America without reference to other 
branches of insurance. 





Promotion for Life Sales 
Analyzed by Trueblood 


Problems of advertising and sales 
promotion for a life insurance company 
differ from those of other industries 
and businesses because of three basic 
factors, H. Dixon Trueblood, director 
of public relations and advertising for 
Occidental Life of California, told the 
Los Angeles Junior Advertising Club 
in a recent discussion. 

Mr. Trueblood said the three factors 
which have had the greatest effect on 
life insurance advertising and sales 
promotion are: 

That life insurance is sold rather 
than bought over the counter, that life 
insurance margins for acquisition are 
small by comparison with most other 
products and services, and the fact that 
the service is an intangible. 

As a result of these factors, he said, 
life insurance expenditures for most 
companies have been primarily in 
the field of sales promotion and mer- 
chandising for the agent who does the 
selling. Space advertising has devel- 
oped more slowly and, for the most 
part, only among the larger companies 
which can do an adequate sales pro- 
motion job and also afford the funds 
for consumer advertising. 

Francis M. Small, manager of ad- 
vertising and publicity for Pacific Mu- 
tual Life, is adviser for the advertising 
club and moderated the discussion. 


Cite Poker Skill to Show 


Awareness of Annuitant 


LOUISVILLE, Ky.—Circuit Judge 
Lampe has refused to set aside an 
annuity contract which had been at- 
tacked by an attorney for an estate as 
“grossly unfair.” Mrs. Beatrice Meyer 
paid $8.000 in March, 1950, for an an- 
nuity that would pay her $49.52 a 
month for life. She then was some- 
where between 71 and 76. 

Mrs. Meyer died the following Aug- 
ust and had received only $247.60 
under the annuity contract, written 
through Eauitable Society by Miss 
Martha C. Huber, who since has re- 
tired due to old age. 

The executor of the estate asked 
that the contract be cancelled or re- 
scinded, and the estate awarded a 
judgment of $8,000. He said the terms 
of the annuity were so unfair that 
Equitable took advantage of Mrs. 
Meyer in writing the policy. When the 
policy was written Mrs. Meyer had a 
life expectancy of but 834 years. and 
thus was likely to collect only $5.200, 
he contended, also alleging Mrs. Meyer 
lacked the mental capacity to make 
the contract and did not understand 
several factors involved. 

Judge Lampe rejected these argu- 
ments, holding that testimony did not 
indicate Miss Huber took advantage 
of Mrs. Meyer. He cited testimony of 
several persons who played bridge 
and poker with Mrs. Meyer. Thev 
said she was a good poker player. had 
a strong personality and strong views, 
was not easily swayed and was very 
sharp when it came to money matters. 








lived to be 100 or older the company 
was obligated to pay her the sup 
agreed on until death. An agreemep} 
of this kind, it is said, cannot be can. 
celled either by the company or es. 
tate. 

It was said in court that Mrs. Huber 
reported to have been in her 80’s when 
she retired, as an old lady was 
merely trying to help another old lady 
= her available funds out unt] 

eath. 





Balloting to Begin for 
NALU Location 


(CONTINUED FROM PAGE 1) 
that a statement of facts and figures 
pertaining to this subject be set forth 
in writing, sent to all local and state 
associations, with the request that they 
bring the matter up at a meeting prio; 
to the Boston convention and direc; 
their representatives on the national 
council to come to the meeting pre. 
pared to express the opinion of thej 
associations for the guidance of the 
board.” 

Incidentally, the editorial in last 
week’s issue of THE NATIONAL UNnpkr- 
WRITER erred in stating that the loca- 
tion committee had indicated no order 
of preference in submitting the names 
of the three cities. The correct version 
was that reported in the news article 
in the same issue. 





Smith Says Texas Needs 


Bigger Staff of Examiners 


Garland A. Smith, chairman of the 
Texas Board of Commissioners, told 
the March meeting of Austin Life Man- 
agers Club that his department does 
not have a large enough staff to ex- 
amine companies as frequently as is 
desirable. He said the department has 
only 18 examiners while there are 1, 
862 companies licensed in the state. 
New York, with considerably fewer 
companies, has more examiners, he 
said. 

It is almost impossible to keep a full 
staff of examiners and actuaries be- 
cause of the low salary scale, he said. 

Mr. Smith urged that all agents lend 
assistance to help the department se- 
cure better financial support. He also 
asked for support in securing passage 
of laws to raise capitalization require- 
ments for companies and in securing 
more complete authority in connection 
with governing the types of policies to 
be issued. 





DR. MARION SOUCHON, 84, vice- 
president, medical director and a d- 
rector of Pan- 
American Life, 
died at his home ( 
in New Orleans. 
One of the foun- 
ders of the compa- 
ny, he had been 
medical director 
since its inception 
and, at one time, 
was medical ex- 
aminer in New 
Orleans for near- 
ly all old line life 
companies. 

He was a graduate of Tulane and 
for 15 years was asistant demonstrator 
of anatomy and chief of clinic to the 
chair of clinical surgery occupied by 
his father, Dr. Edmond Souchon. Hep 
also was head surgeon in Hotel Dieu 
hospital and French hospital and visit- 
ing surgeon of Charity hospital and) 
also was a director of the latter. 


Or. Marion Souchon 





e William H. Ellis, Jr., has been ap- 
pointed assistant manager in charg 
of brokerage for the Gross agency 4 
Prudential at Columbus, O. 
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pr. E. WOOD AT SAN FRANCISCO CONFERENCE 





Says Knowing the Value of Each Hour 
Is Best Road to Positive Mental Attitude 


The most essential factor in the suc- 
cess of a Salesman is positive mental 
attitude—but knowing this isn’t the 
same as achieving it. However, R. Ed- 
win Wood, Phoenix Mutual, San 
Francisco, in his talk at the Northern 
California sales congress at San Fran- 
cisco, gave some specific directions for 
attaining “PMA”. 

The most important means of attain- 
ing it, he said, is to know the value of 
each hour. 

“It levels out the valley of bad 
breaks and shortens up the periods of 
slump,” he said. “It eliminates the 
dangerous negative attitude which can 
chain one bad break to another and 
attract misfortune and disaster. 
Through the culturing of a positive 
mental attitude this process literally 
harnesses the hidden forces to which 
Andrew Carnegie attributed his fab- 
ulous success.” 

Mr. Wood pointed out that it isn’t 
so much what happens to an agent in 
the way of a slump or a bad break as 
it is his reaction to those circumstanc- 
es and his mental attitude. 

“Probably everyone here today has 
experienced periods of time in his op- 
eration when everything was ‘click- 
ing’ and his efforts resulted in a high 
level of production,” he said. “But this 
ideal situation was ended all too soon 
by a slump which lasted so long that 
it more than offset the benefits of the 
high production period. 

“If there is a formula which will 
lengthen out the peaks of high produc- 
tion and shorten the valleys of low 
production, manifestly the net result 
will be most welcome. Let’s see if we 
can’t find such a formula for opera- 
tion. That’s where knowing the value 
of our time comes into the picture. The 
life insurance business is built upon 
the actuarial certainty of the laws of 
average. We, as individuals, can just 
as surely depend upon the relentless 
working of this law of average. 

“If we know that our time is worth 
$10, $15, or $20 per hour, it really 
makes little difference what happens 
today or how serious the bad break 
facing us at this moment may be. If 
we are honestly putting in our time, 
the law of averages will take care of 
us. Literally, you can go for days with- 
out scratching an application but if you 
know your time is worth $10 per hour 
and you have spent 100 hours in field 
activity, you have made $1,000 just as 
surely as though you had collected the 
premium on a $50,000 case. So, in my 
books, the most important tool in 
maintaining this high level of positive 
mental attitude is to know the value of 
each hour.” 

Mr. Wood, who appeared on a 
panel of Million Dollar Round Table 
members, said that maybe his audi- 
ence didn’t realize it but million dollar 
producers hit slumps just like other 
agents when nothing seems to turn out 
right. It may be started by a series of 
several declinations or some other un- 
fortunate break. 

“A slump for a million dollar pro- 
ducer in a sense can be far more ser- 
lous than it can be for a more modest 
Producer,” he pointed out. “Specifical- 
ly, let me tell you about one of the 
outstanding producers who attended 
the last Million Dollar Round Table 
meeting at the Greenbrier last July. 


This man has built up a standard of 
living, including his office expense, 
which requires him to earn $60,000 a 
year—$5,000 a month. Now most of us 
in this room would be glad to earn 
$3,500 a month and yet this fellow, 
when he falls down to a $3,500 per 
month level in his earnings, feels he is 
in a slump and it concerns him, be- 
cause relatively he is in a bad posi- 
tion when he falls that far below his 
requirements. 

“On the other hand, this fellow is 
frank enough to say that perhaps the 
next month he would earn $10,000. At 
the end of 12 months he was well 
ahead of his $60,000 minimum require- 
ment.” 

Recalling the widely quoted state- 
ment of the late Albert E. N. Gray, 
secretary of Prudential, that successful 
agents were successful because they 
were willing to do the things that the 
unsuccessful agents wouldn’t do, Mr. 
Wood made the point that this is not 
because the successful agent enjoys 
doing some of the less attractive func- 
tions of his job but rather because the 
successful man has found a way of 
convincing himself that the distaste- 
ful activity is not so bad after all. 

“In other words,” said Mr. Wood, 
“he begins to sell himself on doing the 
unattractive details. The surest way I 
know to lick this problem is to prove 
to oneself the fact that if any given 
job is necessary to his success in this 
business, then his time is worth $10 
or $20 per hour while he is doing that 
particular job. With that approach to 
the situation you won’t find these de- 
tails nearly so distasteful. 

“As you listen to these million dol- 
lar producers in this panel you will 
see that each of them has proven tech- 
niques for doing various phases of his 
job. These techniques have consciously 
or subconsciously been forced by the 
realization of these successful men 
that their time is valuable. Then, 
through trial and error, they have de- 
veloped the best method of accomp- 
lishing their objective in the minimum 
amount of time and effort. Once you 
start to keep records on the value of 
time, you will find it a most interest- 
ing game to see how you can improve 
your work to raise the value of your 
time. Almost subconsciously you will 
evaluate each process in your work 
plan—constantly testing it. Through 
this testing process you will eventual- 
ly abandon the unprofitable opera- 
tions and improve the others. For ex- 
ample, if prospecting is a problem for 
you, remember it’s worth $10 or $20 
per hour to lick it and Ill wager you 
will have it licked—and soon.” 

Mr. Wood said that in the formula 
he uses to evaluate his time, his of- 
fice activity always runs about half 
as valuable as his field activity. In the 
last quarter of 1953 he found his field 
activity worth $27 per hour and his of- 
fice activity $14 per hour. He said he 
was pleased at this discovery because 
it encouraged him to put more time 
into field activity where the agent 
makes his money. Every hour he can 
shift from office to field means a 100% 
profit. 

Allied to this philosophy, he said, is 
the fact that 78% of the members of 
the Million Dollar Round Table have 
secretaries. 

“It’s only common sense, isn’t it, 





At LIAMA A&H 
conference at Chi- 
cago: from left, E. 
J. Faulkner, presi- 
‘dent of Woodmen 
Central, retiring 
chairman of LIA- 
MA’s A&H com-. 
mittee; Char- 
les J. Zimmerman, 
LIAMA’s manag- 
ing director; and 
H. J. Shaffer, Lin- 
con National, 
newly elected 
chairman. 








that if your time is worth $20 an hour, 
that you can’t afford to spend it doing 
detail work which you can hire to be 
done at $2 per hour?” he asked. 

Describing the mechanics of his 
record-keeping and _ time-evaluation 
plan, Mr. Wood said that this proce- 
dure recognizes the fact that the paid 
commissions over any period of time 
are not necessarily a true measure of 
the earnings during that period. 


“For example, we all know that 
unless all of our business is sold on an 
annual premium basis, we constantly 
have ahead of us a sizable chunk of 
commissions which will normally come 
in as deferred semi-annuals, quarter- 
lies, or perhaps monthlies, paid in the 
future,” he said. “Accordingly, in my 
plan at the end of each quarter I take 
a total of the deferred commissions on 
the books. Any variation between this 
figure and the amount of deferred 
commissions at the beginning of the 
period is added to or substracted from 
the paid commissions for the quarter 
so that I know exactly how much com- 
missions I have put on the books. 

“The counterpart element of this 
plan requires that I keep a rough esti- 
mate of the number of hours I spend 
in front of prospects or on my way to 
or from the prospect’s office. This is 
a very simple process, requiring prob- 
ably 30 seconds at the end of each 
day. Then, at the end of the quarter, 
the total number of hours spent in 
field activity is divided into the com- 
mission earned under the above form- 
ula to determine the value of each 
hour.” 

It was in this way that Mr. Wood 
determined that his field activity was 
worth $27 an hour to him. 

All other business activity which 
does not take place in front of a pros- 
pect or on the way to or from a pros- 
pect is also recorded. This would in- 
clude office detail, association activ- 
ity, reading at home and allied activi- 
ties. In his work plan, Mr. Wood allo- 
cates the discounted value of renew- 
als to the time spent in this catch-all 
group of activity. 

Calculating the value of all these 
activities gave him a value in excess 
of $14 for each hour of such time. 
In estimating the discount of value of 
renewals, he uses a factor between 75 
and 80% of the first year commissions. 
There are other interesting calculations 
which can be quickly made from a 
simple record-keeping system. For 
example, Mr. Wood knows that in the 
final quarter of 1953 he submitted $2,- 
500 in business for every hour he spent 
in front of a prospect or on the way to 
or from a prospect. 





e Middletown (Conn.) Savings Bank 
has been authorized to set up a de- 
partment which will issue savings bank 
life insurance. 


Ratio of Insurance to 
National Income Off. 
Throughout World 


NEW YORK-While life insurance 
ownership has increased greatly 
throughout the world in the years 
since the second world war and is many 
more than the amounts owned before 
the war, this ownership related to 
national income has dropped from pre- 
war ratios in all countries for which 
statistics are available, according to 
the Institute of Life Insurance. 

Comparing the Jan. 1, 1953, figures 
with those for 1945 and 1939, the insti- 
tute shows that big percentage in- 
creases in ownership have been re- 
corded in all countries, running as 
high as 30-fold. 

In the ratio of life insurance in force 
to national income Canada has the best 
showing and is the only country with 
a ratio greater than 100% at the start 
of 1953. Of the countries for which 
comparable figures are available; not a 
single one reports a rise in the ratio 
of insurance to income between 1939 
and 1953 and in some cases the drop is 
sizable. 


While some countries have shown 
some increase in the ratio of insurance 
to income since 1945, as families have 
endeavored to catch up with inflation, 
they all show a drop from the 1939 
ratio. 

In the United States, while per capita 
ownership rose 107% in the 13-year 
period, the ratio of insurance to in- 
come dropped from 154% to 95%; in 
the United Kingdom, with per capita 
ownership up 97%, the ratio to income 
dropped from 64% to 53%. Canada, 
with the best showing, increased per 
capita ownership 131%, while the 
ratio to income dropped from 156% 
to 108%. 

Because most of the large percentage 
gains in aggregate ownership stem 
from inflationary or monetary changes 
over the world, the rise in ownership 
is not always as significant as the ag- 
gregate figures would indicate. 

The rise in per capita ownership 
since 1945 has ranged from as little as 
35% to as much as 1,172%; the rise 
since 1939 has ranged from as little as 
84% to as much as 2,800%. The small- 
est percentage gains have been shown 
in those countries which have least 
suffered from inflation and devalua- 
tions, such as Norway, Sweden, 
Switzerland, United States, United 
Kingdom and Canada. The largest in- 
creases have been experienced by the 
countries with the worst inflation, 
such as France, Italy, and Japan. 





e Peter S. Knox, Jr., president of 
Knox Corp., has been elected a direc- 
tor of American Bankers Life of Fla. 
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‘Merchandising’ 5-3 at the home office in Corpus Chris- 


Awareness Road to 
More Sales: Crain 


Employment of new “merchandis- 
ing” techniques was described by G. D. 
Crain, Jr., publisher of Advertising 
Age, as a way to broaden the insur- 
ance sales horizon. Speaking before 
the insurance group of Chicago Union 
League Club, Mr. Crain said it is 
through additional service to policy- 
holders that the insurance industry 
can make greater advances. 

In introducing the speaker, Levering 
Cartwright, vice-chairman of the in- 
surance group, noted that Mr. Crain 
has had some close alliances with in- 
surance and at one time was a cor- 
respondent for the Western Underwrit- 
er, now THE NATIONAL UNDERWRITER. 

Giving examples of what could be 
considered new “merchandising meth- 
ods”, Mr. Crain suggested that life in- 
surance companies make available free 
medical examinations to policyholders. 
This would benefit the companies both 
by uncovering something that could 
cause death prematurely as well as 
impressing upon assured the fact the 
business is doing all it can for the 
good of policyholders. 


Fire and casualty insurers, he said, 
could make available a residential in- 
spection service to uncover hazards 
that might cause losses, thereby also 
impressing the policyholder with the 
“service attitude” as well as perform- 
ing a function that could reduce losses. 
Traffic safety is another area in which 
insurers could do much to improve a 
bad situation and at the same time be 
cast in a favorable role as far as the 
public’s eye is concerned. 

The tremendous growth of insurance 
over the past years has come about be- 
cause of better selling methods that 
incorporate the type of promotion 
many years ago foreign to insurance, 
according to Mr. Crain. As an example, 
he said the dollar amount of insurance 
advertising, not including spot radio 
and TV announcements and direct 
mail, increased 290% during the peri- 
od from 1940 to 1953. 

Public recognition of insurance is 
much greater now because of the vari- 
ous educational developments within 
the business that have resulted in bet- 
ter qualified agents, Mr. Crain re- 
marked. He added this is a far cry 
from the situation not too many years 
ago when agents, particularly in the 
life field, were regarded as “unmiti- 
gated pests”. 


The speaker said there is no substi- 
tute for personal contact with the cus- 
tomers, something especially impor- 
tant where an industry’s product is of 
a service nature. When service is 
broadened, through incorporation of 
various merchandising approaches, 
price becomes a secondary factor and 
the buyer realizes he is getting what 
he pays for. Because insurance is a 
creative business, advertising particu- 
larly can be employed effectively to 
market new coverages as well as add 
to old. 

Mr. Crain concluded by saying he 
thinks the insurance business will gain 
a reputation as the nation’s leading 
service industry if it takes advantage 
of incorporating new merchandising 
ideas with the on-the-street type of 
selling it is capable of. 





Has Regional at Corpus Christi 
Southwestern Bankers Life held a 
two-day meeting for its regional mana- 


tl. 

J. H. Childress, director of agencies, 
conducted the meeting, at which Dr. 
Y. C. Smith, president of the company, 
and William Minto, secretary-treasur- 
er, were speakers. 

Regional managers attending were: 
David L. Kimball, Houston; M. H. Ben- 
ton, Sr., Tyler; A. T. Carter, Jr., San 
Antonio: W..G. Worthen, Corpus 
Christi; Valley Jones, Victoria. 


ALIC Meets May 17 
at White Sulphur 


Assn. of Life Insurance Counsel’s 
spring meeting May 17-18 at Green- 
brier hotel, White Sulphur Springs, 
W. Va., will feature talks by Ralph C. 
Williams, Jr., counsel New England 
Mutual Life, on the high credit lease 
as security; Kenneth Teasdale, general 
counsel Mutual Savings Life, on the 
federal rules of civil procedure; Henry 
O. Duque, Los Angeles attorney, on 
the life insurance law of California; 
John G. Kelly, assistant general coun- 
sel Mutual Life, on testimentary dis- 
positions, and a panel on insurance 
needs of the life insurer, consisting of 
Daniel P. Cavanaugh, assistant general 
counsel Aetna Life; Oliver M. Town- 
send, counsel Continental Assurance 
and Herbert I. Trask, attorney Travel- 
ers. 

Eugene M. Thore, general counsel 
Life Insurance Assn. of America, will 
open the second day’s session, followed 
by Alfred S. Moses, Jr., attorney Con-- 
necticut General Life, who will discuss 
the conflict of laws and life insurance. 
Others will be Lawrence M. Bregy, as- 
sistant counsel Penn Mutual; and Alex- 
ander Query, associate general counsel 
Prudential. 





Schulze, Perego Named 
in Wis. by Franklin 


In its Wisconsin territory Franklin 
Life has appointed L. E. Schulze re- 
gional manager for the northwestern 
section of the state, and Alfred K. 
Perego general agent in Milwaukee. 

Mr. Schulze for the past 18 years 





L. E. Schulze 


A. K. Perego 


was with National Guardian Life of 
Madison as agent and general agent, 
and as agency supervisor in the home 
office. 

Mr. Perego, in sales work for the 
past 30 years, began in life insurance 
with Wisconsin National and was for 
10 years a general agent. He later went 
with Massachusetts Protective Assn. 
as general agent. He is past president 
of both the A&H Underwriters Assn. 
in Milwaukee and the state association. 
He is also past president of the Life 
Managers and General Agents Assn. in 
Milwaukee, and is a life member of the 
Leading Producers Round Table. 





e Union Casualty & Life has been 
chartered in Louisiana. 


Late News Bulletins... 





— 


(CONTINUED FROM PAGE 1) 
creases in the mandatory security valuation reserve should be made part of the 
surplus account. Most companies have been doing this anyway. 
The proposal to require a full year’s policyholder dividends to be set up as 
a liability item was not adopted, nor was the suggestion that schedule G be 
changed to require reporting of salaries above $10,000 instead of the present 


starting point of $5,000. 


Makes Offer for Franklin National Stock 


R. S. Dickson & Co., Charlotte, N.C., investment house, has offered $55 a 
share for 40% or more of the stock of Franklin National Life of Greenville, 
S.C. It is reported that more than this percentage has already been deposited, 
Franklin National as of Dec. 31, 1952, has assets of $884,909 and capital of 
surplus of $285,256. Its total insurance in force on that date was $9,377,818, al} 
non-par. All but $320,053 was industrial. 


No Double Tax Relief for Life Stocks 


WASHINGTON—The new tax bill excludes dividends on all insurance 
stocks from the double taxation relief that would be granted to dividends on 
stocks of corporations generally, the apparent reason being that life company 
income is taxed in a different way from other corporations. However, the bill 
as drawn would bar this relief to fire and casualty companies dividends too 
and these companies are making strong efforts to get it changed. The hope is 
that the relief provision will be made applicable to all insurance companies 
rather than just trying to make it apply to fire-casualty and not life. One reason 
why this would be desirable is that the present basis of taxing life companies 
is temporary and a permanent basis might well remove whatever argument 


there may be for denying the relief. 


A&H Insurer, Facing Hearing, Quits D. C. 


Superintendent Jordan of District of Columbia has followed up his warning 
to A&H insurers that they face revocation of their licenses if found guilty of 
intentional misrepresentation by threatening a public hearing for one. This 
company, not identified by the superintendent, has surrendered its D.C. license 
rather than face the hearing, where it would have been required to “show 
cause” why its license should not have been revoked. It previously had volun. 
teered to cancel advertisements, which the superintendent had criticized, but 
when informed it would be required to face the hearing nonetheless, it turned 


in its license. 








“You Ask for It’ to 
Be New LIAMA Feature at 
Combination Meeting 


LIAMA’s spring conference for 
combination companies, to be held at 
Hot Springs, Va., April 26-28, will 
have a new feature, “You Ask for It.” 
This will be a question-and-answer 
session to provide an opportunity to 
raise questions not necessarily re- 
lated to the conference theme and in 
general to give those attending a 
chance to discuss current problems of 
the industry ot vital interest to all. It 
is the final session of the day, so that 
may continue as long as the partici- 
pants want to keep it running. 

Moderator will be Frank B. Maher, 
vice-president of John Hancock and 
chairman of the combination com- 
panies’ committee. 


Modern Woodmen Sales Up 


Modern Woodmen of America’s 
March sales of permanent forms of in- 
surance were larger than for any one 
month in the past 25 years, the $4,- 
935,000 total representing a 22% in- 
crease over the same month last year. 
First quarter volume of $12,320,000 is 
a gain of 14%. 


C. M. Young Now Assistant V-P 
Carl M. Young, regional director of 
agencies for Gibraltar Life in the 
Rocky Mountain area, has been pro- 
moted to assistant vice-president. He 
was named to the Denver post in 1951. 











Not in ‘Investors Reader’ 

The article on the rise in life com- 
panies stocks by H. L. MéeAllister 
which appeared in the April 2 issue of 
THE NATIONAL UNDERWRITER was or- 
iginally printed in Investment Dealers 
Digest, a weekly newspaper for secur- 
ities dealers, not Investors Reader, as 
reported. Reprints of the complete ar- 





ticle may be obtained from R.S. Dick- 
son & Co., Wilder Building, Charlotte, 
N. C. Mr. McAllister is chairman of 
its finance committee. 


Whittaker to San Diego 

en Manhattan Life 
has appointed S. 
J. Whittaker gen- 
eral agent at San 
Diego. He entered 
insurance in 1943 
with John Han- 
cock at Levittown, 
N. Y., and in 1953 
joined Prudential 
at Hempstead, N 
Y., and later 
transferred to San 
Diego. 





S. J. Whittaker 





Larry Jacoby Advanced 


Beneficial Standard Life has ap- 
pointed Larry Jacoby general agent at 
Beverly Hills, Cal. Mr. Jacoby former- 
ly was co-general agent of the com- 
pany’s Jerome-Lawrence agency. 





Ferron Wash. Manager 


Rushmore Mutual Life of South Da- 
kota has named Percy D. Ferron gen- 
eral manager for Washington, with 
headquarters at Spokane. He has had 
previous insurance experience. 


Broderick Sun Lite Group Leader 

C. J. Broderick, district group mana- 
ger for Sun Life of Canada in Chicago, 
has been named winner of the annual 
President’s Group Trophy. Last year’s 
winning group office, Western Canada, 
H. R. Facey manager placed second, 
while Detroit, led by H. N. Phillips 
and F. K. Ziegel was third. Mr. Brod- 
erick as this year’s winner becomes 
chairman of the company’s group man- 
ager’s consultation committee. 
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The year of 1953 was a period of successful operation for - 


Royal Neighbors of America as a fraternal life insurance so- 
ciety. Highlights of operations last year follow: 


Insurance in force increased $7, ei 222 to a total of 
$415,049,854. 


New insurance sold totaled $23,757,500, increasing $1,002,900. 


Admitted assets advanced to a total of $147,283,180.82, 
showing an increase of $4,318,532.90. 


The net interest earned increased to 3.45 per cent, compared 
to 3.38 per cent last year. 


LEGAL 


Royal 
cighbors ib aia. 


FRATERNAL Cee 


59th 
ANNUAL REPORT 
FOR THE YEAR ENDING 
DECEMBER 31, 1953 


RESERVE 


Contingent reserves were $13,675,575.46, increasing 


$860,657.41. 


Unassigned. funds totaled $1,818,556.CC, an ixcreace of 
$101,112.39. : 


Dividends paid totaled Ra 679,682.28, an. increase of 
$144,642.19. ; 


Benefits paid amounted to $6,967,065.67, an increase of 
$361,757.64. 


Membership increased 2,375 to 557,409. 


Condensed Balance Sheet of Royal Neighbors of America as of December 31, 1953 


ADMITTED ASSETS 


EG ons acuic aa tiene cearsaeaew oem eeee iomet ee chunewueaes -$ = 1,710,569.33 

UNITED STATES GOVERNMENT BONDS.................006% 15,750,074.54 

MUNICIPAL BONDS ..............++++ bier tendGbe a witenites 56,434,498.22 
Tax secured, $14,523,245.31, and revenue secured, $41,911,252.91. 

DUEREIC UWEIGITY RONDS coco cc cccccccccsdcencisccccncwecs 26,293,365.38 
Operating companies. 

INDUSTRIAL AND MISCELLANEOUS BONDS. <5 00c cc cones 4,882,206.45 

ONIN i inci chaos. dine cal euee sk Cec ceakdenereeeaeeoue 7,965,559.80 
$7,424,081.00 preferred; $541,478.80 common. 

FIRST MORTGAGE LOANS ON REAL ESTATE.............. 30,625,605.04 
Conventional $16,994,780.55; F.H.A. $5.139,462.53 ; ‘ 


G.I. $8,491,361.96. 


SUPREME OFFICE BUILDING................... $4262 ee eon74135 
ROYAL NEIGHBOR HOME.................-+++- 271,524.97 } 
GRRPIDICATE, EONS «io, 5 i566. 6:c.s since nsic wise cee ceesiceevecnsees 1,395,661.94 
Money owed the Society by members on account of loans made 
to them on the security of their certificates. 
INTEREST DUE AND ACCRUED..................ccceeceees 1,120,230.13 
PREMIUMS IN COURSE OF COLLECTION.................. 379,379.05 
MISCELLANEOUS ASSETS «20.20.00 ccccccctccessccccsccces 28,283.79 
TOTAL ADMEPTER ASSEES 6.0... 0ccccccsecovecwncescces $147,283,180.82 


These assets are valued on basis prescribed by National Associa- 
tion of Insurance Commissioners. 


LIABILITIES 


CERTIFICATE RESERVES—Computed at 245%............... $126,594,025.06 
Funds which, with interest and future premiums, will pay all : 
certificate claims as they become due. 


DEATH CLAIMS AND MATURED ENDOWMENTS.......... 318,678.27 

Funds set aside for payment of claims in process of adjustment 

and for those incurred but not reported prior to December 

31, 1953. 

FUNDS HELD IN TRUST FOR MEMBERS AND BENEFI- 

CUMIN oS cthecc ch caee cukdacudacuswekvodkc ceedaNebsnevees 68,217.81 
FUNDS FOR DIVIDENDS TO DECEMBER 31, 1954........... 2,160.63 7.90 
PREMIUMS PAID IN ADVANCE.................ccceeeeecees 376,960.11 
ESTIMATED AMOUNT DUE AND ACCRUED FOR CLAIM 

INVESTIGATIONS, COMMISSIONS, GENERAL EXPENSES 

PANEER Ng aca Nas cea ecek ad cc enebecosLaccdvasuceas secs 404,065.10 
FUNDS DEPOSITED BY MORTGAGORS AND EMPLOYEES 

POR PAYRIBIVE GF TAMES inc 5 vcccccvccccccccesecsotoccces 478,075.81 
RESERVE FOR MORTGAGES, BONDS AND STOCKS........ 755,809.17 
ORO ENNIS fo cine cae cade wes ce retvaccarcevecvedeseeses 632,581.47 

Includes funds set aside for expenses of quadrennial Supreme 

Camp in 1954. 

CONTINGENT RESERVES FOR FLUCTUATION IN MORTAL- 

ITY, INTEREST AND VALUE OF ASSETS AND FOR 

FUTURE JUVENILE TRANSFER CREDITS................ 13,675,573.46 

Funds held for the additional protection of members. 

CIA SSRGEEN I OINONIEE 56 Cx vice drccntdentaccécusecusctedsciave 1,818,556.66 

Available for any contingency. 

TOPE AEs EPA US oe eve ck cccidevcveccctcsvecscesoes $147,283,180.82 


Keyal Neighbors OF AMERICA 
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i END, an unfamiliar town, 
a new job—and no friendly hands there to 
greet him. Just one of many young men whose 
jobs unavoidably force them to break close ties 
with families and friends. That’s why location is an 
important factor to consider in selecting a job—so 
important that college seniors in a recent survey gave 
it preference over all other job qualifications. 

You will be glad to know, then, that you can 
select your own location with The Union Central Life 
Insurance Company. Operating in 46 states, The Union 
Central serves practically every city and town from 
New York to California—wherever there are people who 
need life insurance. And there are countless people in 
your home town who can best be served by The Union 
Central and its policies that take care of every life 
insurance need from birth to age 70. 

In addition to choosing your own location, con- 
sider the many other job benefits available through 


The Union Central. A thorough training program. 
Research-tested working tools. Opportunity for steady 
advancement. Sound earnings plus liberal retirement 
and pension plans. Stable employment that does not 
rely on business conditions. And scientific aptitude 
testing to help you determine which job is best for you. 

Here is your opportunity to look forward to 
independence and security—with a deep personal satis- 
faction for worthwhile service to members of your own 
community. But get all the facts. Drop us a line and 
we'll be glad to arrange an interview at one of our 
local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


SECOND in a series designed to be of service to young men contemplating a life insurance career. These advertisements appear in 
magazines and life insurance trade press where young men are likely to look for information about companies and job opportunities. 





